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aged right, priced right, and backed by consistent 
national advertising. And Red Devil's ‘‘Fight 
Unfair Competition”’ pricing policy gives you 

an extra 8% Profit—40% or more on all hand 
tools—for aggressive promotion to build your 
business. You're right when you stock and dis- 


i Red Devil Tools and Machines are made right, pack- 
[:) play Red Devil. 
P25 








Sell the NAME that Sells! 


No. 2193 
14”x20%" Fire Bowl. 
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No. 5193 iy 


21%” Diameter Fire Bowl. 


COMPLETE LINE —- WITH 
NEW LOW-PRICED MODELS 


Here’s a name that sells Grills! It’s backed by millions of 
dollars worth of advertising. It helps you sell Grills because 
people have confidence in products approved by Duncan 
Hines. These Grills made a big hit across the nation in 1955. 
The quality and sales features of this growing line will boost- 
your grill sales in 1956. Interesting accessories available for 
all models, to further add to your profits. 








New Free Duncan Hines Barbecue Recipe 
Booklet packed with each Grill! 





No. 6193 


28” Diameter Fire Bowl. 
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*TM-Duncen Hines Institute, Inc. 


ORDER: | Wy meee 
FROM YOUR 
JOBBER! 
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HEMP AND COMPANY, INCORPORATED q 


Manufacturers of Little Brown Jugs and Chests No. 4293 
5605 MURRAY STREET MACOMB, ILLINOIS 20”x29” Fire Bowl. 


For Details Circle 2 on INQUIRY CARD 








No. 3293 
16%2"x26” Fire Bowl. \ 
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Mis Baseball s 
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not a shadow 












These players’ autographed 
models comprise the 125 
line of famous Louisville 
Slugger Bats. 





JOE DIMAGGIO TED KLUSZEWSKI 





ROGERS HORNSBY AL “FLIP” ROSEN 





HARVEY KUENN ED “DUKE” SNIDER HANK SAUER RICHIE ASHBURN GEORGE “BABE” RUTH 
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Be first to catch the springtime 
gardener’s eye with BOYCO out in 
front in this sales-pulling display. 
Boyco Black Beauties stand out for 
durability and versatility! 


{TURES SELL HARD: 
] q ality Seve ntifica lly ba ay c 
Splinter-re sistant ash handles...special gra 
harde? ing process jor long-lasting ty igh ) 
} rant forged-stee ] blade S 
Display Unit #4LTDR ™ 


See Boyco’s big two-color ads in Sunset Magazine 
Check your stock... Order Boyco from your hardware jobber today 


UNITED STATES STEEL PRODUCTS 


5100 SANTA FE AVENUE, LOS ANGELES, CALIFORNIA « 1849 OAK STREET, ALAMEDA, CALIFORNIA 
DIVISION 


Ms FF ED > tay € S - i oo oe 
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screen cloth 


with the fastest 
sales growth 
today is 


CHICOPEE ripercias SCREENING 


It’s promotable! Easiest to work with, best for all kinds 
of screening needs: porches, breezeways, and patios. 


$9.37 | (per 100 sq. ft.) from your wholesaler 


CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York 
Write for name of wholesaler nearest to you. silahihe Udatins scare of ae Haohien 
For Details Circle 5 on INQUIRY CARD 
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COMMEN T — 


You Have the Goods for Credit 


If you are selling only on a cash basis, you are shooting for 
a small percentage of consumer business. 


According to statistics on credit business in the United States, 
65 percent of consumer dollars are spent through some sort 
of credit. Also according to credit experts, this type of buying 
is done predominently by those who earn more than $5,000 per 
year... good credit risks. 


Most hardware dealers have some high-ticket items such as 
power tools, power mowers, appliances, electric housewares and 
many other items. If you have been selling these products on 
a cash basis, you have a surprise in store (in your store) if you 
adopt a time-payment plan. You will make it possible for you 
to reach into that buying area where the most dollars are. 


High-ticket items are not the only items you can sell on a 
payment plan. This Western country is growing so fast that 
thousands of families are moving into new homes every year. 
These people need such things as garden supplies, housewares, 
tools, lamps, decorative wares and many other things to make 
their homes more comfortable and efficient. They don’t want to 
buy these items piece by piece. They will go where the merchant 
will lump all the purchases into one sum and allow them to pay 
for it monthly over a period of time. 


There is probably no easier way to make an appreciable increase 
in your business than to adopt a credit system that will open the 
doors of your store to thousands of credit dollars. 








OUR READERS WRITE 
... to the Editor 


Wants Series on Wholesalers 
Dear Sir: 


During the past year or two, I have 
read with a great deal of interest your 
write-ups covering the various West 
Coast distributors. 

Unfortunately, however, I did not 
retain these copies, and I am wonder- 
ing now if these is some way that I 
could obtain this complete séries of 
articles. 

Folke Engstrom 
Vice-President 
Packaged Hardware Sales 


American Cabinet Hardware Corp. 
Rockford, Illinois 


Glad You Liked Article 


Gentlemen: 


We have noticed your article about 
our firm in your January issue of the 
Hardware World, and think it was 
presented in a very interesting man- 
ner. Thank you. 

We are wondering if you would 
send us about a half dozen copies. 


H. W. Larsen 


Larsen Supply Company 
South Gate, California. 


Thank You Sir 


Gentlemen: 


Thank you for your very fine ar- 
ticle “Good Will Is No Accident” in 
your January issue. We appreciate 
your interest in our concern. Please 
send us 20 additional copies if avail- 
able. 

E. W. Cartwright 
President 
Cartwright’s, Inc. 
Santa Fe, New Mexico 
Order today from your wholesaler 


Special 3 Color Hardware Week Display Carton #624 contains: 


| = | Hardware Week 
_Specicl Prices __ 
a eo Suggests Catalog Idea 


$1.59 pair Gentlemen: 
Catalog sample page shown in Jan- 
uary (1956) issue should have coded 
cost if it is to be used as a selling aid. 


Bob Strauss 
Barmans Department Store 


Colville, Washington 
For Details Circle 6 on INQUIRY CARD For Details Circle 7 on INQUIRY CARD 
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SEND THIS 
CUSTOMER 
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BIGGEST EVER 


hose and sprinkler 


PROMOTION 


builds store traffic for you! 


15 FREE POWER MOWERS 

During June, Resinite’s 10th Anniversary Month, 
we're giving away absolutely free in the West 
alone — 15 Sunbeam Electric Power Mowers... 
nothing to buy ...no contest... but all entrants 
must visit a Resinite dealer to obtain their free 
entry blanks. Bring this added traffic to your 
store by joining in this huge promotion and 
being listed in big newspaper ads. 


FREE GIFTS for your customers 
Also, a heavy metal hose rack( $1 value )will be 
iven free during June to each purchaser of 50 
t. or more of Resinite Super Hose, Green Star 
Hose or Triple Spray Sprinkler. Rack shipped 
‘. direct from factory to customer. 


POWERFUL ADVERTISING CAMPAIGN 

EULL PACE ADS in two colors 
in major cities, plus big space and follow-up ads 
every week during June in cities and small town 
papers... all with dealer listings. Also SUNSET 
Magazine with a double spread in color, listing 
dealers. Plus TY Spots, Radio, Window Stream- 
ers, Banners, Counter Cards, Stuffers . . . every- 
thing you need to make this the biggest hose 
and sprinkler year in history! Deadline to sign 
up is May 1. Send the coupon today! 


HResinite 


SOLD BY RESINITE SALES CORP. SANTA BARBARA, CALIF 
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.. . featuring Resinite 
HOSE AND SPRINKLERS 


Heine ho me PE 


Unquestionably the finest hose made. 

Extremely strong, flexible, durable. 

Non-kinking. Bright green with gold 
Ke" %" sizes. 


stripe. 46", V2", 9", 

Hesinite geao 
Fine quality at a popular price. 
Transparent green. Sturdily built 
for long life. 


, FLEXIBLE 
Hesinite Tio Soray SPRINKLER 
New triple tube design waters a far 
greater area (over 1,000 sq. ft.) with 


gentle, rain-like mist. Tough, weather- 
resistant vinyl. 
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Jobber as Best Outlet for Plumbing 
and Industrial Goods 


Why this manufacturer uses wholesaler exclusively and how the 


OME twenty years ago while 
employed as a representative 
for a well-known local brass 
manufacturer, I was traveling in a 
Pullman smoking room from El Paso 
to Tucson, Arizona, and met a sales- 
man who was representing a 
plumbing supply house. He 
was on his way to Tucson to 
sell goods. So was I. We 
were selling largely the same 
kind of merchandise. The 
main difference was that I 
was limited to my own line 
while he, as a jobber’s sales- 
man was prepared to take 
orders, not only for goods 
such as I was selling, but for 
a long list of related com- 
modities 

We got to talking, as sales- 
men on the road will. I saw 
he was a man who knew his 
business. He had a very fair 
technical knowledge of the 
merchandise, was well ac- 
quainted with the retail trade, 
and was in a position intelli- 
gently to co-operate with his 
customers in a number of im- 
portant particulars wherein 
they needed help and counsel. 

After conversing with this 
man for a while I got the 
idea some way or other that 
this particular selling picture 
was all wrong—that it was an 
exact duplication of selling ef- 
fort, and that if I were ever 
called upon to establish a sell- 
ing policy, this apparent dup- 
lication of effort and energy would 
be eliminated. 

When I founded the Republic 
Brass Company a few years later I 
devoted much thought to this propo- 
sition and became thoroughly con- 
vinced of two things: 

The function of the manufac- 
turer, generally speaking, is to pro- 
duce the merchandise and to see that 
it gets adequate jobber distribution 

The jobber should sell it with the 
help and advice of the manufacturer, 
and when our selling policy was 
established it was on this basis 

That is, the manufacturer should 
sell exclusively ‘through the jobber, 
and we have continued this policy 
as an integral part of our business. 

The effect has been that we sel 
more economically under this play 
that we can arrange our manufact 
ing program with more certainty, 
that through the elimination of 
effort we can sell our quality of g 
at lower prices than would be 
practicable. under the old syst 
selling direct to the contr: 
plumber Best of all, we are 
able to select our jobbers. Selling 
line (bathroom fixtures and the li 
has come to be looked upon by jd 
bers as a distinct asset. This is sd 


Reprinted from Printers’ INK MONTHLY, 


March, 1927 Issue 


wholesaler helps him 


By E. H. Blywise 


President, The Republic Brass Company 


among other reasons, because each 
jobber’s representation of us is ex- 
clusive in his district, and because we 
co-operate with him fully in a selling 
way. 

When I say that the manufac- 





Mr. Blywise has chosen the jobber as his exclusive die 
tributing agent because he believes the average dealer 
cannot function satisfactorily without the jobber. In his 
article he gives many reasons for his stand in this matter. 


turer's function is largely to produce 
merchandise | do not mean that he 
should stop there. If he has the idea 
that he can make his goods, stock up 
the jobbers’ shelves, collect his mong 
and then go on his way rejg 
without any further conceg 

going to be grievously dé 
His is the primary 
responsibility for 
chandise moveg 

stock and gg 

sumer. F 

act accg 

tom 


about sums up our distribution policy. 

As president of this organization I 
am, first of all, sales manager. | have 
chosen and trained my assistants in 
such a way that I can delegate to 
others most of the details of the 
manufacturing and financial 
ends of the business, while of 
course keeping close to thg 
main issues mysclf. This give 
me much time and energy 
devote to the selling process. 

The need for personalized 
selling was one of the things 
that made me decide in tavor 
of the jobbing system. Having 
some eighty jobbers, through 
whom our entire output is dis- 
tributed, we are able to dupli- 
cate our sales force, in a me1- 
sure, just that many times. I 
can work with and through 
these eighty fine business men 
in a way that woul! be im- 
practicable if I were dealing 
direct with several hundred or 
several thousand plumbing 
contractors. If I should at- 
tempt to have eighty assistant 
sales managers of the type of 
these jobbers and each of them 
in turn should have under him 
a sales force covering a certain 
territory, our overhead would 
reach an impossible figure. The 
thing would be utterly absurd 
from a sales standpoint alone, 
to say nothing of the majg 
nance of branch hou 
stocks at strategs 
poimts 

Yet, thro 
bers, I 
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il-Melaitd (7 shown here, by 


E. H. Blywise, then President of 
| The Republic Brass Co., was published 
a In Printers’ Ink Monthly... entitled 


“JOBBER AS BEST OUTLET FOR PLUMBING 


AND INDUSTRIAL GOODS’. 
E.H. Blywise became preside 
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the article was adopted 
continue to be endorsed for 





the years to come. 
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and will continue to endure for many more! 















The concept of a basic principle dedicated to why it is 
= = om os fundamental and practical to sell and distribute plumbing, 
heating and industrial goods through wholesalers only — 


because... 


By no other means can so many products find 
their way to fill their eventual need so quickly, so 
economically... other than through your wholesaler. 
GRABLER UPHOLDS THIS BASIC PRINCIPLE THAT 
HAS ENDURED THE YEARS AND WILL CONTINUE 
TO DO SO IN THE YEARS TO COME. 


— oo on oe es Watch for the important series of advertisements 


by Grabler on how your wholesaler helps you... 


THE 


NEW ORLEANS 
DALLAS 
CHICAGO 


cemaarous MANUFACTURING COMPANY 
SAN FRANCIECO 6565 BROADWAY CLEVELAND 6, OHIO 
ELES 





are, J 
Enjoy the big, continuous 


profit that 





AM ERICAN| rental 











tools give you... 
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your Poors nave sere Setter days 


OUR AMERICAS 
te RENTAL SA 


Gites 





Then the product itself is further backed up by dozens of editorials appearing 


GUARANTEED 
e PERFORMANCE 
@ ACCEPTANCE 
@ PROFIT 


constantly in leading home publications. This means that millions and mil- 
lions of homeowners are being pre-sold on sanding their floors with American 
rental sanders. And to top this, the sander itself carries a basic 5-year 
maintenance guarantee. No wonder dealers with American tool rental de- 
partments never complain! With a sander that’s tamper-proof and virtually 
wear-proof, advertised and promoted for you, it’s hard not to make money! 
If you’re dissatisfied with your present equipment or have been losing both 
profit and customers up to now because you haven’t had any tool rental de- 
partment why not plan now to enjoy the big, continuous profit that only 
American rental tools can give you? 


All you need is 18’’ x 42’’ 
floor space to display the 
most popular of all Do-it- 
Yourself Rental Tools! 





[ ; a Send for the entire profit story now. You can 

THE . . . . 

count on American and its nation-wide staff of 

M E R | CAN expert salesmen-merchandisers to help you pull 
FLOOR SURFACING MACHINE CO. s 
ESTABLISHED 1903 for profit .. . all the way, all the time! 
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528 So. St. Clair St., Toledo 3, Ohio 


Crrorisfrroven DO-IT-YOURSELBE RENTAL TOOLS... WORLD-WIDE SALES AND SERVICE 
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ABOUT 


PEOPLE 


Sales V.P., 
and Western 
Sales Rep. 
Named by 
Clemson 


J. J. Wallace 


Clemson Bros., Inc., have an- 
nounced appointment of J. J. Wal- 
lace as vice president and director 
of sales, and the appointment of Wil- 
liam S. Sprague as a sales represen- 
tative. 

Mr. Wallace, former salesman and 
sales manager, has been with the firm 


William S. Sprague 


since 1922. 

Mr. Sprague will cover Arizona, 
Colorado, Idaho, Montana, Nevada, 
New Mexico, Utah, Wyoming and 
Texas for the firm. His headquar- 
ters are located at 944 Ogden Street, 
Denver. 





Porter 

Acquires Disston 
and Carlson and 
Announces 
Changes 


ie 


’ 


Louis W. Jander 


Recently the H. K. Porter Com- 
pany, Ine., Pittsburgh, acquired 
Henry Disston & Sons, Inc., Phila- 
delphia, and Carlson & Sullivan, Inc., 
Monrovia, California. Names of the 
two firms were changed to Henry 
Disston Division, H. K. Porter Co., 
Inc., and Carlson Rules and Measures, 
Henry Disston Division, H. K. Porter 
Co., Inc. 

Lawrence L. Garber, a vice presi- 
dent of Porter, is general manager of 
this new Porter division. 

Walter H. Gebhardt, who was gen- 
eral sales manager for the firm, was 


12 


“ge 4 
. Z 
John H. Dingee 


named as a consultant to Mr. Garber 
on sales policy and trade relations. 

Louis W. Jander succeeds Mr. Geb- 
hart, coming from the post of Diss- 
ton’s industrial sales manager. He 
will be assisted by John H. Dingee, 
who has been named hardware sales 
manager of the Disston Division. 

Mr. Jander has been with Disston 
for 21 years in both sales and adver- 
tising. Mr. Dingee joined the Disston 
firm in 1947 and was formerly na- 
tional advertising manager and sales 
manager for the power tool depart- 
ment. 


Heads 
Sales of 
Portland 
Seed Co. 


John 
Douglas 


John Douglas has been appointed 
general saies and merchandise man- 
ager of the Portland Seed Company. 
He will head the firm’s general prod- 
ucts division, and co-ordinate sales 
operations, which cover the Pacific 
Northwest and Inland Empire. 

The firm recently. bought controlling 
interest in the Chas. H. Lilly Co., and 
insecticides, fertilizers, power mow- 
ers, field and turf seeds, are but a few 
of the many classifications of mer- 
chandise this wholesale firm supplies 
to retail channels. 

Mr. Douglas, who has been with 
the firm since 1947, had been sales 
manager of firm’s Seattle branch of- 
fice for the past three years. 


Named 
South- 
West 
Rep. 


Clyde L. 
Proctor 


6 ied 


Clyde L. Proctor has been named 
Southwest sales representative of the 
Moto-Mower Division of Detroit Har- 
vester Co. 

Mr. Proctor, who formerly was in 
power lawn mower service and sales 
promotion with the Reo division of 
Motor Wheel Corp., will cover Cali- 
fornia, Nevada, Arizona, New Mexico 
and Utah. 
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Smith 
Starts 
Sales 
Agency 
For 


West 





Charles Ss. 
Smith 


The Chas. S. Smith Co. has been 
formed as a manufacturers’ repre- 
sentative firm with headquarters at 
1372 Bernal Avenue, Burlingame, 
California. Chas. S. Smith resigned 
recently from The Stanley Works, 
New Britain, Conn., after having 
served them for 17 years in various 
capacities throughout the West. 

The Chas. S. Smith Co. will operate 
throughout the 11 Western States 
and Hawaii with lines of hardware, 
tools, electric tools, garage hardware, 
garden supplies, etc. 


Born, raised and educated through 
college in Kansas, Mr. Smith came to 
California in 1934 where he was em- 
ployed by the Engineering Dept. of 
Douglas Aircraft Co. He _ joined 
Stanley Works in 1939 and was a 
salesman for that firm in So. Calif., 
Arizona and New Mexico. In 1946 he 
was appointed district sales manager 
of the Hardware Div., with offices in 
San Francisco. From this point he 
traveled Northern Calif., Utah, Ne- 
vada and the Hawaiian Islands. In 
1955 he was made Western sales man- 
ager of the Garage Hardware Di- 
vision for the Stanley Works and 
traveled the 11 Western States. 


Mr. Smith was founder, organizer 
and first president of the Builders 
Hardware Club of Northern Cali- 
fornia. He has been active at trade 
conferences, both local and national, 
having an unbroken record of at- 
tendance at AHC-NCHA regional 
conferences dating back to the first in 
San Francisco in 1945. 
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Sandvik 
Adds 
Two 
Coast 
Salesmen 


J. W. Longcor, Jr. 


Two new salesmen in the Pacific 
Coast territory have been named by 
Sandvik Saw & Tool division of Sand- 
vik Steel, Inc. 

J. W. Longeor, Jr., formerly affili- 
ated with A. M. Andrews Company, 
Portland, will headquarter in Port- 
land and cover the territory north of 
Fresno, California. This includes Ore- 
gon, Washington, Idaho, Utah, and 


F. C. Dinkel, Jr. 


Reno. 

F. C. Dinkel, Jr., formerly affili- 
ated with Sandvik Steel, Inc., in the 
Los Angeles office, will now devote his 
entire time to the Saw & Tool Divi- 
sion, and will cover the territory south 
of Fresno. This includes Southern 
California, Arizona, New Mexico, and 
Las Vegas, Nevada. 





Stanley 
Tools 
Announces 


‘Sales 


Changes 


L. Frank Arthur 


L. Frank Arthur has been named 
sales promotion manager and Philip 
E. Richardson market development 
manager of Stanley Tools, division of 
The Stanley Works. 

Mr. Arthur joined the firm in 1952, 
and since 1953 has been in the sales 


Philip E. Richardson 


department working on sales promo- 
tion and development of fixtures and 
point-of-sale merchandisers. 

Mr. Richardson prior to joining the 
firm was assistant to the sales vice 
president, Landers, Frary & Clark. 





Will Wall, sales manager of the 
Lawn Sweeper Division of Parker 
Sweeper Co., since 1953, has been pro- 
moted to sales vice president. Prior 
to joining Parker, Mr. Wall was owner 
of a New Jersey lawn and garden 
equipment distributors firm. 


Natco Appoints Two 


Natco Products Corp. has an- 
nounced appointment of M. R. 
Schoonmaker as representative in the 
states of California, Oregon, Idaho, 
Washington, and Nevada, for firm’s 
line of Natco rubber stair treads, 
rubber door mats and rubber matting 
as well as their new line of Koroseal 
carpet stair treads, carpet matting 
and Life-Time stair treads. 

At the same time it was announced 
that H. D. Hurst Co., Seattle, has 
been named distributors for the Koro- 
seal products in the greater Seattle 
area. 


More News About People and 
Firms On Page 103 
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the fish 
are the same, 


BIG 3" 


Here's a trio of trouble for 
even the fighting-est 
fresh-water fish—3 beautiful 
MONTAGUE “‘Hollogiass”’ 
spinning rods, combining 
superfine action and 

good looks with the ability 
to take it! 


16) {{ teense | 


44 Sa 


they’re MONTAGUE rods 
bishngt ad: fr 56 


MONTAGUE-OCEAN CITY ROD & REEL CO., Philadelphia 34, Pa. 
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Instant customer appeal has been built into this new, 
clean-lined cabinet hardware. Gayly modern, 

it has about it the feeling of charming good taste. 
Offered in chrome, brass and bronze... 

with pulls, knobs, and backplates that may be used 
in either matching or contrasting decor, 

as desired. Remember . . . these are only a few of 
many handsome NATIONAL LOCK 

cabinet hardware items. See your jobber or write 
for Catalog-Price List No. 256 : 


NATIONAL LOCK COMPANY 


Rockford, Illinois © Merchant Sales Division 


a6 


NATIONAL BUILDERS FURNITURE 
LOCKSETS HARDWARE HAROWARE r CASTER 
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Merchandise Now In The News 4 











WESTERN STYLE B-K barbecue 
tools including salt and pepper shak- 
ers, basting brush, spatula and fork, 
have branded effect in both names 
and trade names. Tools are suspended 
from B-K rack which clamps on any 
type barbecue. Tools retail at $2.95 
for pair of S & P shakers, $1.00 for 
brush, and $2.50 for spatula and fork 
set.—Bart Kinnison Co. 
For Details Circle 140 on INQUIRY CARD 





WORK IS TAKEN OUT of mowing 
with the Davis Seahorse 22” rider 
mower. Unit features V-belt drive, 
self-aligning cup and cone ball bear- 
ings, and tractor size bucket seat. 
Davis Unit-lever throttle permits pre- 
cise selection of speeds.—G. W. Davis 
Corporation. 
For Details Circle 141 on INQUIRY CARD 
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AVAILABLE IN THREE MODELS 
Caddy hose reel rolls easily about 
yard and makes using, transporting 
and storing hose a quick and easy 
job. Reels hold 200 feet of plastic or 
100 feet of rubber hose. Seven other 
reel models available-—The Specialty 
Manufacturing Co. 
For Details Circle 142 on INQUIRY CARD 





FOR OUTDOOR CHEFS Androck’s 
Fire Tool Set consists of 17” fire rake, 
fire shovel and fire tongs. Rake and 
shovel have hanging rings and hard- 
wood handles, branded with a Navajo 
design. Set retails at $3.98.— The 
Washburn Co. 
For Details Circle 143 on INQUIRY CARD 
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IDEAL TABLE for indoor or outdoor 
serving, the “Trable” has 20” remov- 
able tray which can be used separate- 
ly. Tray is finished in alcohol- and 
stain-resistant lacquer in_ brilliant 
gold spatter. “Glamour” model shown 
retails for $9.95. “Glitter” model—no 
wheels or handle, retails for $7.95.— 
Bar. B. Bowl. 
For Details Circle 144 on INQUIRY CARD 


BUILT-IN PUMP DISPENSER of 
the Skotch O’Matic insulated jug elim- 
inates lifting, tilting or pouring. 
Squeeze of red rubber bulb pumps 
liquid through spout. Available in 
one-half and one-gallon sizes. Ice 
cubes don’t effect pump action. — 
Hamilton Metal Products Company. 

For Details Circle 145 on INQUIRY CARD 
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SAFE Outdoor Chef Charcoal lighter 
is not self-combustible, and will not 
light by itself. Burns only when ap- 
plied to charcoal or wood. Kindles 
fires quickly without danger of explo- 
sion. Odorless, tasteless, smokeless. 
Attractive 3-color lithographed can. 
Retails for 59¢.—Outdoor Chef Prod- 
ucts. 

For Details Circle 146 on INQUIRY CARD 





SPECIAL “Coleman Fuel” in quart 
and gallon cans is now available. Suit- 
able for stoves and lanterns, gasoline 
irons, lamps, blowtorches, truck flares, 
fire-pots, outboard motors and power 
lawn mowers, the package form in- 
vites repeat sales. Gallons retail for 
$1.49, and quarts for 69¢.—The Cole- 
man Company, Inc. 

For Details Circle 147 on INQUIRY CARD 
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For additional information 
on any item shown on these 
pages, please circle number 
on the Reader Service Card, 
facing Page 101 in this issue 











SPECIAL PURPOSE Green Thumb 
shovels will appeal to particular gard- 
ners. Pointed Floral shovel (left) is 
made like regular shovel (center) only 
on smaller scale for floral use. Garden 
spade (right) is designed for digging 
in stiff, heavy clay or gumbo and 
transplanting plants. — The Union 
Fork & Hoe Company. 
For Details Circle 148 on INQUIRY CARD 





LARGE BORE are special features of 
two new Supplex plastic garden hoses. 
Available in %” and %” bores, hoses 
also feature tire cord reinforcement 
for extra bursting strength, and reat- 
tachable couplings that can be tight- 
ened or removed for replacement. — 
Supplex Company. 
For Details Circle 149 on INQUIRY CARD 








GIFT BOXED Mirro Cocktail set con- 
sists of a jigger-pony combination, 
drink mixer, ice tongs, and drink 
recipe booklet. Mixer has gold suede- 
tone Alumilite finish, and jigger-pony 
and tongs have highly polished gold- 
tone Alumilite finish. Drink mixer 
holds 1 quart, jigger 112 ounces and 
pony % ounce. — Aluminum Goods 
Manufacturing Co. 
For Details Circle 150 on INQUIRY CARD 





LIGHTWEIGHT English garden tools 
are hot formed from high carbon steel 
and heat-treated for added strength 
and durability. Hardwood handles are 
attractively finished in red metallic- 
like transparent lacquer. Set consists 
of one trowel and one fork in colorful 
counter display box.—John H. Graham 
& Co., Ine. 
For Details Circle 151 on INQUIRY CARD 





NEW LINE of picnic jugs featuring 
screw-type “hideaway” faucet, and a 
new “Charcoal Caddy” have been added 
to the Columbian line. Jug features 
flaring shape and increased insula- 
tion. Caddy in attractive black porce- 
lain enameled steel, can also be used 
as an ice bucket.—Columbian Enamel- 
ing & Stamping Co. 
For Details Circle 152 on INQUIRY CARD 
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Now ...sell rotary mowing at its best! This brand-new 
21” Penn Acco Self-Propelled Rotary Power Mower has 
rugged 2.75 H.P., 4-cycle Briggs & Stratton engine. Plenty 
of extra power for both self-propulsion and heavy mow- 
ing. Finger-tip free-wheeling and throttle controls make 
it easy for customers to match their walking speeds. Has 
exclusive Pennsylvania vacuum-action 
blade with non-clog, clean-out angles on 
blade tips. Wheels inset and height ad- 
justable. Equipped with super-shred- 

ding removable leaf mulcher. 
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ONE FRONT WHEEL ON 
ALL ROTARY MOWERS 
CAN BE STAGGERED! 


PENN ACCO 18” AND 20” 
FREE-WHEELING ROTARY POWER MOWERS 


For customers who like to “Roll their 
own,” feature the 18” and 20” Penn 
Acco “Free-wheeling” Power Rotaries. 
18” (Illustrated) has 1.6 H.P., 4-cycle 
Briggs & Stratton engine, rope starter 


ee PENN ACCO 18” ELECTRIC ROTARY 
” ane mas sa aE, #- Powered with special % H.P., 3450 
cycle Clinton engine. Rewind RPM motor. Mowing and body fea- 
starter standard equipment. tures same as 18” ACCO Rotary. 
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Pennsylvania’s Greatest Line 
of Nationally Advertised 
Quality Mowers! 
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% Finest reel power Your mass market 
* mower! New color styl- seller! Dependable, 
ing, improved clutch. easy-starting 1.6 H.P., 
Self - whetting blades. 4-cycle Briggs & Strat- 

1.6 H.P., 4-cycle Briggs ton engine. Exclusive 

& Stratton engine. Re- grass stripper. 2models. 


rope starter or rewind 
starter. 


wind starter. 
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| AMERICAN 












PENNSYLVANIA TRIMMER & PENNSYLVANIA METEOR. PENNSYLVANIA JR. Triple- 
EDGER does work of 3 —_ Lightweight aluminum geared, rugged. 17” cut 
tools—half-moon hoe, construction. 16”, 19” (High wheel), 18” cut 
grass-hook, hand shears. cuts. Also 16”, 7-blade. (low wheel) a 










Best hand mower you can 
sell! 15”, 17”, 19” widths. 





PENNSYLVANIA PENNETTE. PENNSYLVANIA 16” PENNA- PENNSYLVANIA SPECIAL. 
The narrow mower with LAWN. Top value for me- Your high quality, 5- 
wide appeal! 12” and dium price! 5 blades, ex- bladed mower at a low § 
14” widths, 4 blades. tra wide,double-ground! _ price! 16” width. 


ennsylvania 


MOST RESPECTED NAME IN MOWERS SINCE 1877 


ery 





PENNSYLVANIA LAWN MOWER DIVISION, AMERICAN CHAIN & CABLE COMPANY, INC., BRIDGEPORT, CONN. © Plant: EXETER, PA. 
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HITE 


The only complete quality line 
of white steel tapes 


6, 8, 10 and 12-Ft. “#2 |g with ALL these sales features 
POCKET TAPES J 


A size for every use 


Top quality workman- ny : Plastic Utility Cases 


ship. The pace- setters 
@ Double Markings 


of the pocket tape field 





Work in feet and inches? 7 
TTTTTI IT TTT TT 
Read here. ef | 10: df, | 1 


, 2 
Work in inches? i ull 2, ARE 


Read here. 

















KING-SIZE . - io @ Sliding Hook —For Accurate 
10-Ft. end 12-Ft. Ss é Ww hs Inside-Outside Measuring 
Something NEW. 34 


wide blade permits if : ‘ 
Sadar. snukaiee anata 3 J @ Chrome-Plated Cases @ Guaranteed 


ments. EXTRA: The S : Unconditionally 
Evans KING-SIZE is id 


pre ag edly remov- i ; { = Replaceable Blades & Snow-White Blades — 
able : p = aan In All Sizes Jet Black Markings 


LONG TAPES ‘ \ NEW! 


b= u ” 
25,50.75,100n PMR) | 12 Fr. "KING-SIZE 


Viny! leatherette cov- ae 4 

ered, special hook-ring ’ S : Pocket White-Tape 
attachment, chrome- \ es ce 

plated welng vent wae with Exclusive Belt Clip Free 
double roller mouth- 


piece. Stainless steel 
edge band 


ano aut tHese EX7KAC 
DISPLAYS — all Evans packaging unfolds 
into multicolored displays which hold 
and sell Evans White-Tapes. STANDS UP STRAIGHT 
LARGEST FOR EXTREMELY HIGH 
CONSUMER ADVERTISING ike reL SRNR 
CAMPAIGN IN STEEL A tape with a %4” wide blade (instead cof the 
usua in.). : elt clip on 
a tenia ped ks back Pi one carrying. . 
on Evans Tapes 
EVERY YEAR! 
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STOCK UP ON THESE 
Two eye-catching, customer-catching 


HARDWARE WEEK SPECIALS 





HIGH-SPEED STEEL BLADES stay sharp 10 times 
longer than standard tool-steel bits. 
BORE WOOD, plastic, plywood, etc., clean and 
fast — even at difficult drilling angles. 
GO RIGHT THRU SCREWS, ordinary nails, 
metal clips without damaging the cutting edge. 
SPECIALLY DESIGNED for efficient use with 
4” electric drills. 
SET OF 6 — 3%” to 1” — complete in handy 
plastic roll. 
SPECIAL FOR 
HARDWARE WEEK 


Dealer cost $3.87 — regular 33-1/3% profit margin 
Packing — 1 Setinabox .... . Lbb. 


Order today 
from your jobber 


AND GET SET TO CASH IN ON 
HARDWARE WEEK — APRIL 12—21 


MILLERS FALLS COMPANY, Dept. HW-8, Greenfield, Mass. 


DyNO-Mrre POWER BIT SET 


COMBINATION SQUARE 


A PROFESSIONAL QUALITY TOOL — at a 
bargain price for Hardware Week. 
GRADUATIONS ARE ETCHED — not stamped 
on blade — assuring clear, easy reading. 
12-INCH BLADE — graduated in 8ths and 16ths 
on one side — 16ths and 32nds on the other. 
PRECISELY MILLED working faces provide high 
degree of accuracy. 


EQUIPPED with scriber, cat’s-eye level and 
plumb. 
KNURLED THUMB NUT locks beam at any 


point on blade. 
SPECIAL FOR 


HARDWARE WEEK 
$159 


Dealer cost $1.07 — regular 33-1/3% profit margin 


Packing — 4 Squares in a box 3% Ibs. 


MILLERS FALLS 
TOOLS 





For Details Circle 15 on INQUIRY CARD 
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New! A Complete Cabinet 
Hardware Department 


The versatility of this NRHA approved program lets you feature any 2, 4, 6 or 
all 8 of Stanley’s fastest moving styles. You can easily change or expand your 
layout at any time. The complete department needs only 6 feet of wall space. 


Hap-Omaltc erchanedliting 


takes the basic items of your eight most popular cabinet hardware styles. 
displays them so they’re sure to attract immediate, favorable attention. 
stocks them in trays for quick service and visual inventory control. 
organizes them compactly to fit pegboards of NRHA fixtures. 
prices them with pre-printed, color-coded ticket strips. 


Promotes them with Sunset and national advertising, news releases, banners, 
signs, decals, envelope stuffers. 


HARDWARE WORLD 





Adaptable 
to your needs 


Walls or Wall Fixtures 


THESE DISPLAYS 


Attractive Modular Panels 


THESE TRAY ASSORTMENTS 
Compact, Versatile, Self-Service 


AND THESE TICKET STRIPS 
Are your Keys to Profitable Sales 
of Fast-turnover Items 








On Gondolas or Islands 


Complete assortments, including free display panels, 
range from $43.60. (Your profit: $29.10.) Any 


two assortments fit standard NRHA doors or frames 





Stanley will provide frames, displays, how-to instructions, 
promotional material. No matter what your present set- 
up is, you owe it to yourself to investigate the new, ex- 
citingly different Flex-Omatic Merchandising Program. 
Send for free literature and price list today. 


STANLEY 


Cabinet Hardware Merchandising Clinic 
433 Lake Street, New Britain, Conn. 





For Details Circle 16 on INQUIRY CARD 
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COMPLETE 


and 
COMPETITIVE 


Sell the complete line of Martinware 
Tapered Garbage Cans and Garbage 
Pails. Seven sizes include a new 30 
gallon can. Made in two finishes: 
(1) Hot-dipped extra heavy zinc 
coating after fabrication insures 
maximum rust-and-leak-proofing 
(2) Tite-coat galvanized sheets—at- 
tractive, economical, durable. 
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Order MARTINWARE from these wholesalers 

Billings Hdwe. Co. Billings, Mont. 

Drake Hdwe. Co Burlington, lowa 

Dunham, Carrigan & Hayden Co San Francisco, Calif. 

Farwell, Ozmun, Kirk & Co St. Paul, Minn. 

Denver, Colo. 

Janney-Semple-Hill & Co. Minneapolis, Minn. 

Jensen-Byrd Co Spokane, Wash. 

—Sa | Luthe Hdwe. Co. Des Moines, lowa 

iit May Hdwe. Co. Portland, Ore. 

4 he A RT| hy | John Pritzlaff Hdwe. Co Milwaukee, Wis. 

Wi DRE Rogers & Baldwin Hdwe. Co. Springfield, Mo. 
| Seattle Hdwe. Co 


{ 
Bal 
Sy WA 


Salt Lake City, Utah 
Kansas City, Mo. 
Los Angeles, Calif. 


Townley Metal & Hdwe. Co 
Union Hdwe, & Metal Co 
Isaac Walker Hdwe. Co 
Wright & Wilhelmy Co. 


The BIG RED LABEL Martinware line 


i 
gives independent dealers quality casera a 


merchandise at competitive prices ne Sill —— 
for highest profits. Martinware is 


sold only by independent dealers. MARTI com \ 
GENERAL METALWARE COMPANY 
Minneapolis 13, Minnesota W A R i 
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PLASTIC WOVEN PRODUCTS 


gives you on these 











‘Nationally Advertised Items 








AIR-LITE Fiberglas* Screening 
$16 BONUS: You get a 50 ft. roll Free 
with 6 roll order pains 
on this display rack. 








Outdoor Furniture Cloth 
woven of Firestone )ean* 
Rees Free display rack with 
AIR-LITE 3 roll order. 
Chair Webbing 
woven of 
Firestone ean 
Free display 
rack with 
4 roll order, 


—— 


Plastic llouen Products ine. | SCREENING 


woven of Firestone Jéan)* 
Display rack only $9.95 with 
6 roll order. 


51 CAMDEN STREET @ PATERSONI7,N. J 


For Details Circle 18 on INQUIRY CARD 
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GOLD STRAND® INSECT WIRE SCREENING 


Here is screening to fit every job requirement— 
screening to fit every budget. Easily recognized by 
the gold thread woven into each selvage, Gold 
Strand is available in Galvanoid, Antique and Bright 
Bronze, and in Aluminum. Special reinforced selvages 
provide a good body for tacking—assure flat screen- 
ing—won't pull out of the moldings. 




















CLINTON 

GENERAL PURPOSE 
WELDED WIRE 
FABRIC 















Has many uses around 
farm and home. Wires 
are individually welded 
at each joint for long, 
trouble-free life. Stay 
wires cut flush. 


faim Combines beauty 
tepuceean Withstrength. Heavy 
f zinc coating gives 
yeors of added 
ge service—preserves 


“new” look. 


STRAND 


and similar items. 















GENERAL PURPOSE 


An excellent general 
purpose strand that is 
ideal for guying anten- 
nas, stacks, poles, signs 


CF&l 


HARDWARE 


CLOTH 


“The product of 1001 
uses.’’ Double-wire 
selvages for added 
strength; zinc-coated 
after weaving for great- 
er rigidity, improved 
wear and corrosion- 
resistance. Sold under 
brand name “Calwico” 
in the West; “Clinton” 
in the East. 


JOB-ENGINEERED NAILS 
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Every characteristic of each 
type of CF&I nail . . . hard- 
ness, finish, size and kind of 
head and point, etc. ...is 
carefully controlled to give 
the user the finest nails 
available. The steel used 
in CF&l nails is carefully 
inspected throughout proc- 
essing and manufacture to 
assure maximum toughness 
without brittleness. CF&l 
nails are available in 5, 
25 and 100 Ib. fiber cartons, 


® 

LOK-TWIST 
POULTRY 
NETTING 


Woven with a 
special reverse twist 
that assures a flat, 
non-buckling net- 
ting—requires few- 
er posts—no fop or 
bottom boards. Zinc 
coated for corrosion 
protection. 


MECHANIC'S WIRE 


Used extensively around 
farm, home and ranch as a 
general purpose wire. Two 
types: galvanized and 
black-annealed. Gauges: 
16 through 20 on 2 and 5 


Ib. spools. 


MERCHANT WIRE 
Annealed or galvanized. 


Gauges: 6 through 18, 
Packagedin100Ib. bundles, 
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| PRODUCTS 


FLOWER BED BORDER 


Protects, but does not hide flowers and 
plants ... attractive, inexpensive and 
strong. Requires no posts—is easily 
removed for mowing lawn. 





ORNAMENTAL 
FENCING 


Decorative protection 
for lawn or playground. 
Available in either single 
and double loop con- 
struction, this fencing is 
made in two weights and 
several heights—all 
heavily galvanized. 


®) 
QUICK HITCH GATE SPRINGS 


Made of oil-tempered high- 
carbon wire, these springs are 
ideal for heavy doors and 
gates. 
®O 
PERFECTION DOOR SPRINGSE 
Offered inlooped orcone- §& 


hooked ends complete with 
hooks or eyes. 


These springs are available in black- 


japanned or electro-galvanized finish. They 
gre outstanding for toughness and durability. 
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THE COLORADO FUEL AND IRON CORPORATION 


DENVER » OAKLAND 
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Sensational New AMES Zeck n'Kol/ Cart 


is Revolutionizing Tool Merchandising! 


The powerful Ames “Back to Earth” pro- 
motion spearheaded by the sensationally new 
Rack n’ Roll tool cart will bring streams of 
customers rolling into your store. This hand- 
some silver and blue all-metal cart, biggest 
advance in home gardening in years, is offered 
at the traffic building price of just $14.95. 

The Ames Back to Earth Spring promotion 
featuring the Rack n’ Roll tool cart is backed 
by national advertising, free merchandising 
kit which includes window banner, display 


easels, self-mailing consumer broadsides, en- 
velope stuffers and ad mats; all designed to 
give you a complete Spring tool promotion. 

To take full advantage of this complete 
Ames “Back to Earth” promotion and tie 
in with the big Hardware Week Program, 
call your distributor today. 


; see our 
: featured value 
in hardware 
stores 
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irha 
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WEEK 
APRIL 12-21 





“BACK TO EARTH with AMES” 








©. AMES CO. 


Division of McDonough Co. 


PARKERSBURG, W. VA. 





For Details Circle 20 on INQUIRY CARD 
28 HARDWARE WORLD 





AMMA cel ape eT at ON as, eee 








—— BY N. R. REGEIMBAL 


or WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Washington Studies Programs to Harness Floods; 
Check Drought, and Expand Sporting Activities 


Washington officials, with the staggering picture of death and 
destruction wrought by Western rampaging floods fresh in mind, 
are considering action on several fronts to prevent similar occur- 
rences, or at least to take some of the financial sting out of them. 


At the same time, Congress 
and Administration policymak- 
ers are going to try to deal with 
recurrent droughts in the West. 
“There’s plenty of water, but 
not in the right amounts in the 
right places,” one harried official 
sighs. 

President Eisenhower is pro- 
viding the springboard program 
from which a host of other offi- 
cials will jump into the problem 
of flood and drought. The Presi- 
dent wants more state, local, 
and private participation in 
water control and reclamation 
programs. He wants a new Cab- 
inet level committee to coordi- 
nate water resources work and 
analyze engineering and eco- 
nomic feasibility of such proj- 
ects. 

Sen. Wayne Morse, D., Ore., 
is sharply critical of the Presi- 
dent’s program, terming it as 
inadequate. Sen. Lyndon B. 
Johnson, D., Tex., also indicates 
he will want to broaden the 
scope of the President’s pro- 
posals. 

While the government is allo- 
cating several million dollars to 
Western areas ravaged by the 
floods, Congress passed a mea- 
sure to raise the disaster loan 
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authority of the Small Business 
Administration from $25 million 
to $125 million to take care of 
the flood victims. Another mea- 
sure to permit businessmen and 
homeowners to buy flood and 
disaster insurance is being 
rushed through the legislative 
mill. 

Sen. Kuchel, R., Calif.; Rep. 
Clair Engle, D., Calif.; and Sen. 
Morse are pushing the flood bills. 
Rep. Engle is also sponsoring 
legislation to reverse the U. S. 
Supreme Court’s decision on the 
water rights in 17 Western 
states for flood control projects 
in the West and he will push for 
construction of a $100 million 
dam on the Feather River. Sen. 
Kuchel will ask for appropria- 
tions “amounting to all the 
Army Engineers can spend.” 


MINIMUM WAGE law revi- 
sion is still a threat . . . Unions 
are putting all their weight be- 
hind a drive to end the retail 
exemption, and are also asking 
for a rise to $1.25 in the mini- 
mum. The U. S. Labor Depart- 
ment is almost doubling the 
number of its field offices (new 
ones are coming at El Paso, Fort 
Worth and San Antonio, Tex.), 


and increasing the staff at its 
33 existing offices to insure com- 
pliance with the new $1 an hour 
minimum which went into effect 
March 1. 


HUNTING, FISHING survey, 
the first on a nation-wide basis, 
is now being conducted by a 
private firm for the U. S. Inte- 
rior Department . . . Govern- 
ment officials want to know how 
much time and money was spent 
by hunters and fishermen on 
their sports last year. The Fish 
and Wildlife Service is asking 
sporting goods suppliers to re- 
mind waterfowl hunters to fill 
out the forms they have re- 
ceived correctly and return them 
promptly—the information will 
be used in preparing next year’s 
hunting regulations. 


SALES OF SPORTING goods, 
camping equipment, and other 
outdoor supplies will be mate- 
rially boosted if Congress ap- 
proves a bill sponsored by West- 
ern congressmen for an annual 
expenditure of $16 million over 
10 years ($16 billion in all) to 
construct new roads, ‘trails, 
buildings and other utilities in 
national park and monument 
areas and improve existing in- 
stallations . . . The bill is spon- 
sored by Sens. O’Mahoney, D., 
Wyo., Neuberger, D, Ore., Gold- 
water, R., Ariz., Jackson, D., 
Wash., Murray, D., Mont., and 
Barrett, R, Wyo. 


Cont. on page 112 
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ious on F&N mowers. You’ll find 


- And they Stay sold! F&N’s enviable 


mower for everyone—twenty profitabl 
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Beautifully 
Chrome plated 
to resist rust 
and give 

eye appeal. 


THE NEW 
DIAMOND 





DROP FORGED 
HANDLES 


1. Handles are solid drop forged steel instead of stamped 
sheet metal. 


2. New design of handle gives better grip. 


3. Narrow body of snip allows cut metal to pass freely 
over edge of snip. 


Retail 
Price 
$4.00 


4. Furnished with oil and grease resistant soft plastic 
handles at no extra charge 


5. All components fully heat treated for long wear and 
service. 


6. Blades made of special analysis Diamalloy steel with 
serrated cutting edge for easy cutting. 


7. Large pivot bolts give smoother action with less wear. 


Ask your distributor for Straight Cut.......DAS- 10 
Right Hand Cut..DAR- 10 
Left Hand Cut....DAL-10 


DIAMOND CALK 
HOlCSh0b Cy 


DULUTH, MINN. ESTABUSHED 1908 TORONTO, ONT, 
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REYNOLDS DO-IT-YOURSELF ALUMINUM 





BIG SPRING PROMOTION 
OF DIYA SCREENS 


on 74 NBC-TV stations with Reynolds 
great show FRONTIER. 


BANDWAGON 
MERCHANDISING 
AIDS FOR YOUR STORE 


In-store pennants on 9 Springtime proj- 
ote ects .. . made with Reynolds Project 
== Sheets and Plans, with Easi-Bild* Pat- 


mARe ok Re 
terns, 







in 12 national magazines plus PA- 
RADE and THIS WEEK magazines in 


ra Window Streamers and Ad Mats on 
Sunday papers. \| 


Do-It-Yourself Aluminum Screens. 


a, | 
= 





ye 


asd Special counter display —’Computer”’ 
a Wheel that lets customers figure their 
5 - own screen materials requirements dis- 
<<  penses FREE instruction sheets. 


AND FOR THE SMALL-FRY 
CUSTOMERS 


The brand new “Frontier” book —ad- 
vertised to 9 million youngsters in 
Dell Comic Books—full of frontier- 
days cut-outs for kids—sells alumi- 
num sheet—and sells Do-it-Yourself 
Aluminum for everything to parents. 


New envelope stuffer to get your best 
customers busy with DIYA. 


20,000,000 rolls of famous Reynolds Wrap will carry special 


Frontier’ book sales message on grocers’ shelves during 
promotion. If you aren't already a dealer, there’s still time. 


Get on the bandwagon now —for a wagonload of 
Do-it-Yourself Aluminum Sales! 


REYNOLDS METALS COMPANY 


#TM Easi-Bild Pattern Co, 2469 South Third Street, Louisville 1, Kentucky Also Available in Canada 


Wt Sp Ue CMY OMY. 





N4 
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Bring Your Cleaning Supplies Into 
I Attractive, Profitable Selling Center with 
OXCO’S new BRUSH ASSORTMENTS 


specifications 







Mo. 
ASSORTMENT 


One dozen each of 25 different Oxco 
brush styles, with No. 15 display 
fixture, 25 hangers and top sign. 
Many new numbers—many with 
Oxco’s stylish new Styrene handle in 
high fashion pink, blue or yellow. 
Wide range of styles, from kitchen to 
bath brushes. Wide range of prices, 
from 29c to $1.49. All brushes labeled 
and pre-priced. Total retail value of 
Assortment, including display — 
$201.64. 


No. 15 Display Fixture—Strong ; 

peg-board panel; solid %" lacquered 
hardwood molding; sturdy 17%" deep 
hardwood “‘A’”’ frame 59%" wide x 26" 
high. 25 hanging hooks and colorful top 
sign included. 














4 



















assortment 


One dozen each of 12 different Oxco brush styles, with No. 9 
display fixture, 12 hangers and top sign. Many numbers with 
Oxco’s new Styrene handle in pink, blue or yellow. All fast- 
selling, ranging from 29c to $1.49. All brushes labeled and pre- 
priced. Total retail value of Assortment, including display— 
$77.76. 











No. 9 Display Fixture — Similar in 
construction to No. 15 fixture (above). 

» Measures approx. 30” wide x 26" high. 
12 hanging hooks and colorful top sign 
included. 










Designed to match modern store equipment, either Assortment 
is ideal as the selling center for a complete Cleaning Supplies 
Department. Back of fixture suitable for displaying other 
products. Other brushes can be binned in front or back. Display 
is adaptable for island, gondola, wall or column use. Both 
Assortments designed to NRHA specifications. Send for illus- 
trated folder—'‘How to Merchandise Cleaning Supplies for 
greater Profit.” Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Maryland. 





















NOTE: Fixtures available separately, or with your 
choice of brushes. Contact your Jobber for details. 











ALL BRUSHES 





PASTRY 
Topper** 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
red and yellow; Overall: 
5%". % Ib. per doz. 


= PASTRY 
“ No. 175-H 







@® 


Filling: sterilized white 
horsehair; Handle: Asst. 
pink and yellow; Overall: 
8%”. % Ib. per doz. 


‘y 


BOWL 
No. 320-H 





Filling: white 
tampico fibre; 
Handle: Asst. pink and yel- 
low; Overall: 17%". 4 Ibs. 
per doz. 





Filling: 
Handle: 
metal cap; Overall: 72”. 
3% Ibs. per doz. 


VENETIAN 
BLIND 


palmetto fibrs; 
wire wrapped; 







No. 213-H 








Filling: sterilized = grey 
horsehair; Handle: Asst. 
pink and yellow; Overall: 
16% ”. 34% Ibs. per doz. 


* WEGETABLE 
~* No. 160-H 





Filling: white tampico fi- 
bre; Handle: Asst. pink 
and yellow; Overall: 8%". 
1% lbs. per doz. 


PERCOLATOR 
No. 659-H 
Filling: white DuPont 


Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
125”. % lb. per doz. 


Sq, ‘DISH MOP 
~ No. 828-H 





Filling: DuPont sponge 
yarn; Handle: Asst. pink 
and yellow; Overall: 13”. 
1% Ibs. per doz. 


VEGETABLE 
No. 634-H 





white 


Filling: DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
8%". 1 lb. per doz. 


X BATH 
y No. 9604- 


® ~ 


Filling: asst. pink and blue 
Saran; Wood block; Re- 
movable wood handle; 
Overall: 17.8 lbs. per doz. 


NOTE: All brushes aise available as Open Stock 


o Brushes in 
No. 25 and No. 12 
Assortments 


PACKED 1 DOZEN TO CARTON 
Brushes in No. 12 Assortment marked with ® 


WAFFLE 
IRON 


No. 549-H ‘ ~% 


Filling: steel wire bristles; 
Handle: Asst. pink and 
yellow; Overall: 74%". ' 
Ib. per doz. 


@, VEGETABLE 
No. 165-H 


ie 







Filling: asst. pink and 
yellow; Handle: Asst. pink 
and yellow; Overall: 8% ". 
1% Ib. per doz. 


SCOURING 
No. 1221-H 






Filling: brass 

wire bristles; Handle: Asst. 
pink and yellow; Overall: 
734". 1%Ibs. per doz. 


DUSTER 


No. 9463 


Filling: 
blue; 


asst. 
Handle: 


red, green, 

lacquered 
wood block; Overall: 12”. 
5 lbs. per doz. 


BOWL 
No. 617-H 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
17”. 3 lbs. per doz. 








brass wire 


Filling: fine 
bristles; Block: Asst. coral 
and yellow; Overall: 2”. % 
Ib. per doz. 


BOTTLE 
~~ No. 210-H 


Filling: asst. pink and blue 
nylon; Handle: Asst. pink 
and blue; Overall: 12%”. 
1 Ib. per doz. 


KITCHEN 


Kleen-it 







Filling: white tampico— 
brass wire; Handle: lac- 
quered wood—red tip; 
Overall: 64%". 2 Ibs. per 
doz. 


we 
g SINK 


No. 863-H 





Filling: white tampico fi- 
bre; Handle: Asst. pink 
and yellow; Overall: 81%”. 
2 lbs. per doz. 


BOWL 
No. 425-H 





Filling: asst. pink 
and yellow; Handle: Asst. 
pink and yellow; Overall: 
17% ". 3% lbs. per doz. 


*Carded 


PERCOLATOR 
No. 907-H 


Filling: white bristles; Han- 
‘dle: Asst. pink and yellow; 


Overall: 124%". % Ib. per 
doz. 





DISH MOP 
No. 25-H 


Filling: white cotton 
yarn; Handle: Asst. pink 
and yellow; Overall: 13% ". 
11% lbs. per doz. 


BOTTLE 
No. 652-H 





Filling: white DuPont 
Tynex nylon; Handle: 
Asst. pink and blue; Over- 
all: 13%". 1 Ib. per doz. 


PASTRY 
No. 635-H 


v 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
8%". % |b. per doz. 


~ RADIATOR 
No. 303-H 


Filling: sterilized black 
horsehair; Handle: Asst. 
pink and yellow; Overall: 
21”. 3 Ibs. per doz. 


**Iindividual printed wrapper 
tPrinted metallic paper shield 


OX FIBRE BRUSH COMPANY, INC. 


S ati Ad 
CULAC CT 


FREDERICK 





sheild /5E&4 MARYLAND 


Printed in USA 




























King size hamburger grill 


Holds 12 
4x 4” hamburgers 
Uy Chrome plated 
Colorful label 


HOUSEWARES 


FULL JOBBER DISCOUNT - PREPAID FREIGHT 
ADVERTISED IN SUNSET 


Charcoal stoker. Holds 10-pound 
bag. No more dirty hands. 
No more burned hands. 





Six-piece stainless 
steel. Hardwood handles 
trimmed in bright 

copper—leather thongs. 










Seasoner set. Hardwood 


shakers, gift cartoned. Stainless 

steel shanks, Hardwood handles, 

di trimmed with copper and 
leather thongs. 
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For extra sales in the first quarter, Universal offers ~ gf" 
this terrific Coffeematic value at an irresistible bd 


price. Not a stripped-down coffeemaker, 
but a special model of the famous, fast- , 
selling Coffeematic with every one of its 
quality features. Stock up on this unbeatable 
value at its unbeatable price! 





For a Limited Time Only 


mors UNIVERSAL 


with the Flavor-Selector 
A $26°5 value! 


— am. — FESTIVAL SPECIAL 
7-2 {oa Model 4438 
Only. oe a i Po 


/ 









Solid Copper, Chrome plated—not Aluminum 
... With all the famous COFFEEMATIC FEATURES 





BRIDE-TO- 


Spring issue oENING post 
out February 2 


March issue, 
FAM! 








sue, ovt 
COLLIER’S 

. u' 
March 16 "ot x 


April 3 issue, ot 
M 


March is' 





ALL'S FLAVOR-SELECTOR 
out March 21 






ie: REDI-LITE HEAT SENTINEL 
“a April issues paper Ads Cold-Water Pump » Non-Drip Spout + Fast-Starting Action + Coffeematic Styling 
q : ws 

: 3 Big Ne ts 






GET YOUR ORDER IN NOW!...the supply is limited 


"erything points to the BIG YEAR: 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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_ Now America’s 
Most Complete Line 
of Quality Skates! 


my No. 181N — THE 
Cat : SILENT FLASH 1s 


America’s most 


th i 
YOU PROFIT MORE with ~<a = AS 


and skate with 
Magic ease. 


“6 CHICAGO 99 


TRADE MARK BIG UY 5 PAT OFF. 


IN YOUR STORE / 


_ No. 101—THE FLYING SCOUT 

Youngsters Everywhere Want a Pair! for euere anllee’ of tum Wheels 
spin faster thanks to heavier 

When you sell the famous CHICAGO line, you add See st San. Gan See Sy 

prestige and profits to your store. Constant national 

advertising and promotion— PLUS the superior 

quality of all CHICAGO products . . . makes CHI- 

CAGO skates easier to sell . . . gives them faster 

turnover that means extra profits for you! 


eel } 
3) Rolle: ff Sketes 
NEWEST ADDITION TO 


CHICAGO’S FAMOUS LINE No, 173 — THE ZEPHYR is a 
No. 140—THE IMP is CHI- super quality skate built for 


. : rough-riding hockey play. Sol- 
» CAGO’s new triumph! De- . id steel wheels are mounted on 


} : twin row high speed bearings. 
signed for the beginner and 
toddler. Special leather toe No. 130—WARE BROS. 


: ; a smaller and lighter 
straps. Wheels with sleeve 1 edition of the No. 101 
bearings roll at slower speeds. < “Flying Scout.” Qual- 
-—~ a . ity built and a real per- 
former in its class. Ap- 
peals to budget minded 

shoppers 








Colorful NEW “How to Roller Skate’ Booklet 
Pre-Sells Your Customers . . . As part of - 
CHICAGO’s full line of dealer sales helps, the Great NEW Box Program 
NEW 3-color booklet will make a hit with wet m= Boosts Sales . . . Smart 
youngsters. Jammed with hints on skating, - "al new red and blue boxes 
games, and safety rules. — make your skate depart- 
ment neat and trim. 
FREE ‘‘Spin the Wheels” Counter Dis- 
play ... A compact full color display , 
that lets the customer sell himself NATIONALLY ADVERTISED GER 
through “Spin the Wheel” demon- by 


stration. Easily erected. Write for _, 
yours today. ae Cc ‘e) 2 


EE | 
ROLLER SKATES OF QUALITY 
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Again ... COUNSELOR gives you the sales edge over 
conventional scales. The INSTANT the scale is stepped 
upon, the dial is flooded with light . . . automatically! 
This feature captivates customers, for it is positively the 
easiest-to-read scale ever offered to them. Light-up dial 
... high fashion design .. . sleek, floor-hugging 
silhouette ... unsurpassed accuracy. Merchants who 
recognize the sales potential created by this combination 
will record new heights in volume and profit during 1956. 
Write Counselor Star-Lite on your next order. There’s 

no other scale like it in America. 


$995 East 


. 
et 

oS 
‘Ss 


Retail 
1 OF A MiuRD saan ® eral 


>. 
Guaranteed by 
Good Housekeeping 


$1045 FAR WEST 


Aoveatistd 





VME 
Why Ny 7. VAL 
Yl 7 
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\\\ AX 


ah nths 
\\ \ 


\' \\ we 
\ \ \ \ . 
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STEP ON IT...AND SEE! 


@ LIGHT-UP DIAL assures easier weight reading 
even in well-lighted room. 


@ LIGHT-UP DIAL is a boon to people who have 
visual deficiencies. 


LIGHT-UP DIAL encourages children to weigh 
regularly ... makes “keep-fit” activities fun. 





LIGHT-UP DIAL pletel 1 


4 


imi lens 
glare caused by overhead lights. 
LIGHT-UP DIAL has long service life. When 
required, standard flashlight bulb and/or 
battery can be easily replaced. 


COLORS: White, Turquoise, Burgundy, Bive, 
Pink, Yellow, Green 


THE BREARLEY CO., ROCKFORD, ILL. AMERICA'S FOREMOST AND LARGEST PRODUCER OF BATH SCALES 


Hf) 
/ I] | | 


I | 


/// / | || TL MITHLI 


AAA KK 


| 
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Easver TO CUT 


Mr. R. R. Rawson, owner of the Prince- 
ton Hardware Co., West Pullman, IIl., 
tried several cuts on four well-known 
unidentified brands of single-strength win- 
dow glass. When asked which was easiest 
to cut he picked L’O’F window glass 
every time. . . as did 28 out of 30 dealers 
who tried this test. Said Mr. Rawson: 
- “It breaks where you want it to break . . . 
is far easier to cut than any other I tried.” 


Easver TO SELL 


This L-O-F label identifies quality glass 
wherever it is seen. People know this label 
— it will appear 217 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong pref- 
erence for L’O-F glass. This preference 
means faster, easier sales for you. 


Easver 


TO MERCHANDISE 


The 9” x 12” two-color counter card with 
easel back offers visual merchandising 
that really sells window glass. It stops 
store traffic . . . reminds customers to buy 
L:O‘F window glass. Order counter card 
WG-21 now from your Libbey-Owens: 
Ford Distributor (listed under ‘‘Glass” 
in your phone book). For further infor- 
mation write to Libbey*Owens:Ford 
Glass Company, 608 Madison Avenue, 
Toledo 3, Ohio. 


the easy-to-cut WINDOW GLASS 
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Here’s a profit-making line 
that moves fast because 
everybody wants, needs and 
buys “ALERT” Water Savers. 


‘ALERT’ WATER-MISER® 
BALL BEARING FAUCET WASHER 
Stops Leaky Faucets for Geod! 


New, unique—the washer for 
all types of faucets. As easy to 
install as a regular washer. Ends 
washer replacement for good. 
Easy turning—Stainless Steel ball 
bearings eliminate the grinding 
that wears out ordinary washers. 
Individually packaged. Available 
in 4”, ¥%” and 4” sizes. Fits 00 
to 42” large. Colorful display 
carton contains 2 doz. assorted 
sizes. Complete with Stainless 
Steel screw. 39¢ ea. list price. 


DHNVUULUUUAU0VOOUSRSEUOUCEOAAGDLAGULUEULULUAOEOAUOUAELGE UU 


“ALERT '’ friction-free eas BE 


TANK BALL & GUIDE a 
Stops Toilet Handle Jiggling, 
ends water waste 

New, better-than-ever way to stop 
running toilets. Round rubber 
ball, “kink-proof” chain and 
polystyrene cylinder assure 
perfect flush every time. 
Corrosion-proof Monel metal 
parts. Easily installed by anyone 
in 10 mins. Replacement balls 
now available. Over 5 million 
satisfied users. 3 year money back 
guarantee. Self-selling counter 
display box. $2.29 ea. list price. 


LLU 
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‘ALERT’ Adjustable GUIDE ARM 


No more skinned knuckles! Screws from the top 
Top setting screw 

permits screw driver / 
adjustment from the 

top. Made with 
adapter to fit 1” or 
1%” pipes. Centers 
firmly over valve 
seat. Made from 
corrosion resistant 
wrought brass. 
Individually packaged ~ 
in display box. 

49¢ ea. list price. 
Guaranteed. 
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“ALERT” FAUCET 
REPAIR KIT 


Amazing New Faucet Reseater... 
Stops Faucet Dripping 


Easy to use, foolproof—can’t damage 
faucets. One tool fits all sizes. 
Guarantees true alignment, smooth 
finish on seat. Waterproof abrasive 
cloth prevents cutter marks. Any Home 
Owner can use it. On individual 
display cards. 89¢ ea. list price. 





‘ALERT Ficat-Rite 
TOILET FLOAT ADJUSTER 
Stops Toilet Hissing 


Easily adjusts tank float to 
prevent overflushing and 
overflowing. Saves up to 15,000 
gallons of water a year! Made of 
corrosion-resistant brass. Easily 
installed in all toilets. 3 year 
guarantee. Packaged individually 
in colorful display box. 49¢ ea. 
list price. 
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NEW PROMOTIONS AVAILABLE—FREE! 


Powerful sales helps include 

displays, streamers, catalog pages, 
newspaper ad mats and envelope 
stuffers. Get in touch with your 
— or write us! 





UUUUUUUUUULANUQQO0U00UUU000000044S9002000000OUULDAOEEORSGEOEO LULU AL USP AP POSUOTTP UU UAHA EOPONOOUEOOOUUOUUOOUOGONOAOONVOOOOUUOOUOUUOOOOOOONONSOOUEOEOUOOOUOUALASANSQQOUOOOOOOUUOUOGOLOLLNNOOONEE 
Order From Your Jobber Now, or Write Direct! 


ARDMORE PRODUCTS CO. 


CONSHOHOCKEN 4, PENNSYLVANIA 
In Canada: Fox Agencies Ltd., Port Credit, Ont. 
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ACCO 





Now All ACCO Shelf Chains - 


product 
— a 
—e eee i 
i ag alll. 


are in New-Style Boxes! 


e Here’s good news for all hardware dealers: acco colored packages is given here; your Acco dis- 
has adopted a brightly-colored, new package de-__tributor will gladly furnish you with a complete 
sign for all AMERICAN CHAIN packaged items! list. Call or write him today. 

These attractive blue-and-gold packages make 


it easy for you and your salespeople to locate any é 
packaged chain item on your shelves in seconds. AMERICAN CHAIN hardware items 


A partial list of packaged 


Your customers will be attracted by the colorful Tenso Coil Chain 
packages on shelves and on counters. And—each Tenso Tie Out Chains 
package bears legible identification of its contents Tenso Dog Runner Chains 


Tenso Porch Swing Chains 
Elwel Coil and Machine Chains 
Elwel Cow Ties ... Jack Chain 


for quick recognition. Result: more sales, faster 
sales, elimination of delays... more profits for you. 


Now is a good time to lay in a complete shelf Sash Chain... Register Chain 
stock of these popular AMERICAN CHAIN packaged Cotter Pins .. . Repair and Lap Links 
items. Doing so will stimulate your chain sales. ACCO Pails (Proof and BBB Coil Chain) 
..-A partial list of items now offered in the new ...and many others 


American Chain Division i. 
AMERICAN CHAIN & CABLE /Mi:ttic, 


Value / 





tYork, Pa., *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*Portland, Ore., *San Francisco, Bridgeport, Conn. 
*WAREHOUSE STOCKS {FACTORY 
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how TO get more self-serve sales 
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putty knife 
<IWHE 


ee 








_— — eg <a, oie 7 putty khife Som putty knife ™ eetty katte 
608 WY DE, 


90 | RYDE, ros | ai’. kia ie’ - a HYDE . a 


sander Dp 


: 


No. 99T 100% more SALES APPEAL 


for Putty Knives — Wall Scrapers — 
Paint Scrapers—Glass Cutters—etc. 


Go modern — be smart — cash in on today’s manner of retail 
shopping — SELF-SERVICE. Take your pick of any one or 
more Hyde CARDOSELLS products (open stock) illustrated 
above — they are packed % dozen each size and type to a 
separate stock box. Display them on your present wall, 
counter or bin fixtures. See Hyde fixtures available at no cost 
with minimum dollars and cents assortments of CARDO- 
SELLS. Save time, save money, stock CARDOSELLS. They 
are pre-priced, identified — show product uses — so they are 
ready to sell for you. 














FREE floor fixture FREE counter fixture Order From Your 
This No. 99 Floor Fixture This No. 99T Counter Fix- Wholesaler 
is given at no charge with a ture is given at no charge 
minimum $49.50 assortment with $39.50 assortment of HYDE MFG. co. 
of CARDOSELLS. CARDOSELLS. SOUTHBRIDGE, MASS. *TRADE MARK 
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HERE’S A BRAND NEW MARKET 
FOR A FAMILIAR PRODUCT “HOW-TO-DO” 


ROPE PROJECTS IN 
PICTURE FORM 


WITH ——— 

Every one of your customers is interested in the do-it-yourself 
craze. Leisure Time Project folders attract sportsmen, house- 
wives, children, motorists, gardeners and hobbyists to name 
just a few. You sell more cord, clothesline and rope , . , and 


Puritan pays all costs. As the leader in the field of cordage 
we are glad to extend to you this free cooperation. 


A SUPPLY OF THESE PAMPHLETS FREE TO YOU! 


plus eye-catching hang-up or sef-on-counter display! 


NOTHING TO BUY! 





















ws ua ro imneiiien | 


Mane Trese 


LEISURE TIME PROJECTS 
PuRiTaN 








NO DEAL TO PAY FOR! : 
ABSOLUTELY FREE! ey 
YOU PAY NOTHING! LOOK AT i 2h) I 
PURITAN PAYS ALL COSTS! THESE TITLES! | 


e WORKSHOP WISDOM 
e STAIR RAIL LACING 
¢ SPRING CLEANING 

¢ CHILDREN’S GAMES 
¢ CAMPING COMPANION 
¢ PLAYTIME EQUIPMENT 
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Puritan cordage mills 
INCORPORATED 

1205 East Washington St., Dept. HW, Louisville, Ky. 


HURRY! Rush my free display and Leisure Time Project folders ot 
once. | am not obligated to buy anything. 
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DISPLAY plus HUNDREDS OF COLORFUL tna 

SEND NOW! SELL MORE ROPE ! 
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When You. keep in-stock 
on R-W door hardware 


.. WATCH SALES SOAR! 


No question about it... you 
can’t sell what you don’t have. 
But with a Richards- Wilcox cata- 
log at hand—you possess a com- 
prehensive, ready reference to 
help you keep in-stock on the 
fastest selling door hardware 
items in the R-W line. 

Not only does this compact 
catalog contain all the necessary 


NAIL DOWN 


Send For 
Your 


FREE 


CATALOG 
A-91-LP 


TODAY! 


Studding sockets 
track door hangers ®@ 


@ Silver Streak house door hangers ®@ 


single and double straight sliding doors 
operators for residential & industrial doors ¢ 





technical information—it also 
includes features, prices, sizes to 
help you give concrete answers 
to customers’ ‘‘most asked’’ 
questions. 

Help yourself to a bigger share 
of door hardware sales! Write 
now for your free, illustrated 
R-W Door Hardware Catalog 
A-91-LP. 


SURE SALES WITH THE 


R-W HARDWARE LINE 


Garage door hardware ® Garage, factory and warehouse hinges @ 
Door latches and bow handles ® 


Door binders & stay rollers 
Trolley 
Barn Door hangers ® Hardware sets for 
@ R-W Aut-O-Dor electric 
R-W fire doors 


Richards-Wilcox Mfg. ©. 


“A HANGER FOR ANY 


OR 


THAT. SUt 8. G:3% 


Branches in Principal Cities 


330 W. THIRD STREET, AURORA ILLINOIS @ 
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R-W No. 999 
Overhead Garage Door Hardware 


is a top quality set constructed of 
premium materials, including all 
accessories. You can sell this set 
with the assurance of complete cus- 
tomer satisfaction. 


R-W No, 262 
Steel Studding Sockets 


are the modern way to secure stud- 
ding in farm, garage, and other 
structures built over concrete floors 
or foundations. Stops split or shrunk- 
en sills; helps buildings stay stronger 
years longer. 


R-W No. 1019 
Silver Streak 
House 
Door Hangers 


are all-steel, single-wheel, precision 
ball bearing adjustable hangers for 
sliding closet or cabinet doors 
weighing up to 100 Ibs. The finest 
vanishing door hardware available 
+. the standard of quality instead 
of price. 


R-W No. 20-2 
Trolley Track 
Door Hangers 


give efficient, de- 

pendable action 

on sliding doors 

weighing up to 

300 Ibs. Hangers 

adjust vertically 

or laterally for perfect installation 
on barn, garage or warehouse 
doors up to 24” thick. 


R-W 
Aut-O-Dor 


Electric Operators for Residential 
and Industrial Doors have attained 
universal acceptance because of 
their adaptability, dependability, 
durability. Savings on heat, con- 
ditioned air and labor soon pay 
for the initial investment. 


SLIDING DOOR HANGERS & TRACK @ FIRE DOORS & FIXTURES © GARAGE DOORS & EQUIPMENT 
INDUSTRIAL CONVEYORS & CRANES ® DOOR OPERATORS @ SCHOOL WARDROBES & PARTITIONS 
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You can sell this 
Sprinkling System for 


ow *2O°° 


plus heads for the 
average lawn 


Resinite 


UNDERGROUND 
SPRINKLING 
SYSTEM 









After sprinkling system is as- 
sembled on lawn (above) it is 
easily buried by omeply open- 
ing a narrow slit with a spade 
(left) System drops out of sight. 
Slit disappears in a few days. 


















a: Ato sell 


Every home owner wants an underground sprinkling 
system and Resinite’s the one everyone can afford. 

It’s not a kit—the customer buys only the pipe and EASY (p stock 
fittings he needs. You sell sprinkler heads of your own 
choice. Pipe and fittings are made of famous quality 
Black Buty plastic. This finest virgin material and 


closer manufacturing tolerances insures a permanent, 
trouble-free system. Guaranteed against rust, corro- 


sion, electrolysis. EASY [a profit 


Starter stock includes pipe and various types of fit- 
tings needed to fill all normal requirements. Re-order 
only what you need. 


EASY to install Starter stock costs you only $44.05, has retail value 
of $66.00. Profit: $21.95. 40% discount on orders of 

Light, easy to handle. Assembles quickly. No heavy $100.00 or more. Rapidly increasing sales show big 

tools required. Fittings cement or hand-screw together. volume for 1956. Extensive advertising in Sunset Maga- 

Easy instructions give full details. zine and newspapers. Be sure to get your share of this 

. eee _ profitable business by sending the coupon right now! 






FREE DISPLAY! 
Attracts attention — Creates 
Interest — Does a complete 
selling job. Large, colorful. % 
Actual pipe and fittings ¢§ 
mounted on display. Also 4 
soft sheet posters. 4 


GET ALL THE FACTS 
Resinite Sales Corp. Dept. W, 
P. 0. Box 1257, Santa Barbara, Calif 


ewe 


w Send complete information and prices on Resinite 
Underground Sprinkling Systems . 
an - Name Title 
esinite (vc 
' Address 


City Zone State 
Our wholesaler is 


























SOLD BY RESINITE SALES CORP., SANTA BARBARA, CALIF. : } 


S®eeeoeeeeeeeeeeeeeeeeeee® 
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<j Fast Moving Profit Makers! 


ni 


Urtica’s 90 series of black finish wrenches and its ¢ Company guarantee on all sizes in the 90 and 
91 series of plated wrenches are real profit build- 91 series 

ers—anyone who uses a wrench will want to have a @ All Urica® wrenches are forged for economy 
Urica® adjustable or even a complete set of them. and last 10 times longer than ordinary adjustable 

Here are, the special features that help you wrenches 
sell them: And that’s not all! 

To further help you 
sell, UTICA gives you, 
absolutely free, a red 
Jacquered display dis- 





@ Unusually thin and tough jaws reach hard-to- 
get-at places 

@ The jaw surfaces are hardened by UTica’s own 
electronic induction process to resist burring and 
nicking which adds longer life to Utica® adjust- penser, sturdy steel and pS ee 
able wrenches a service parts kit with Arrows indicate the in- 
¢ In the 90 and 91 series, adjustables are available jaw, knurl, pin and Pee ere Sat ore, 
in 4”, 6”, 8”, 10”, and 12” sizes for display spring foreachwrench. 














UTICA DISPLAY DISPENSERS shipped with the following 





QUANTITY W-5 (91 SERIES) SIZES W-8 (90 SERIES) SIZES 
2 each 91-4 90-4 
3 each 91-6 90-6 
3 each 91-8 90-8 
2 each 91-10 90-10 
2 each 91-12 90-12 
Service Parts Kit 
Holes for wall mounting and wire easel for counter 

















Order from your distributor TODAY 


Sueley Wie) le) me), ici. mugele)] muerte). ite) 7 ale), mens ley am, ae & 
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FREE! 


TO ALL HARDWARE 
DEALERS 











O-CEDAR “88” 


It’s all new—featuring a larger 
sponge with the exclusive 
“‘wonder-working angle”’. . . new 
““V-Action” squeezer with black 
plastic handle. Flushes clean in 
smallest pail. Guaranteed for 
five years. 


LAST CHANCE! 


You can still get your valuable FREE 
gift of an O-Cedar ‘‘88’’ Sponge Mop 
—if your order is received no later 
than March 3ist. Remember—we’re 
also sending a beautiful $1.39 value 
Terry Cloth Apron to every customer 
who buys any O-Cedar Sponge Mop 
from you and sends a dime to cover 
mailing . .. a $1.79 value blue NYLON 
z Dust Mit to buyers of any O-Cedar 
Dust Mop. Big ads in This Week 
Magazine and full color ads in leading 
national magazines are telling the 
wonderful news to your customers 
now! Order today! 











O-CEDAR 
Chicago, Illinois —Division of 
AMERICAN-MARIETTA COMPANY £& 


O-Cedar of Canada, itd., Stretford, Ontario 
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Retails for $5.95 









with each dozen sponge mops 
a colorful all new 


O-CEDAR “88” 
SPONGE MOP 





% Order 12 “76’s”’, 12 ‘'88’s”’ or assort- 
ment totaling 12 on coupon below 
and send to your supplier who will 

certify and forward to O-Cedar. 

A free O-Cedar ‘88’ Sponge of 

Mop that retails for $5.95 will —_/ 

be sent to you for each dozen f 

sponge mops you buy! 






ra=tolel g 












O-CEDAR 76” 
Retails for $4.50 
Fastest selling, most famous sponge mop in 
the world! Ruggedly built—all parts com- 
pletely chrome plated—guaranteed for five 
full years. Order now for big spring profits! 







SEND THIS ORDER COUPON TO YOUR SUPPLIER NOW! 


el ee 


Please send me immediately _.___ O- Cedar “76's”; — 
O-Cedar “88’s."" Will you please certify my order on this coupon 
and forward it to O-Cedar Division of American-Marietta Co., 
2246 W. 49th St., Chicago 9, Illinois so that they will ship me a 
FREE “88” Sponge Mop for each dozen sponge mops | have 
ordered above. 


DEALER’S NAME 
DEALER'S ADDRESS 





NAME OF CERTIFYING 
SUPPLIER___ . 
SUPPLIER'S ADDRESS__. 
SUPPLIER’S SIGNATURE___ 


Mr. Dealer: Send Coupon to Supplier . . Not to O-Cedar 
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Marriage 


of 
Gifts 
& 


Housewares 


Combined Merchandise Gives Store 


from Five to Seven Turns Per Year 


MRS. WEATHERMAN, standing in the combined gift and 
houseware section, shows a young customer a ceramic 


tiger. 


ECAUSE Mrs. Harry Weath- 

erman, wife of the owner of 
Weatherman Hardware Com- 
pany, Englewood, Colorado, felt 
that intermingling of a full sized 
gift inventory with the house- 
wares inventory would appeal to 
housewives, the store is now 
turning over a $3,500 stock from 
five to seven times per year. 

This represents more than a 
250% sales increase over what 
either the housewares or gift de- 
partment would accomplish un- 
der normal circumstances with 
each set up as a separate shop, 
according to Mrs. Weatherman. 
Moreover, promotion of the two 
lines on this basis has worked 
out so well that Weatherman 
Hardware Company now carries 
far and away the largest house- 
wares inventory in this Colorado 
community of 25,000 population 
and attracts so many women 
that the bulk of each day’s traf- 
fic is made up of feminine 
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customers. It isn’t surprising, 
therefore, to note that slightly 
more than one-quarter of the 
entire sales floor in this big 
Colorado store is given over to 
the combined housewares and 
gifts department. 


Note Big Increase in Women Shoppers 


Physically, as shown, the de- 
partment consists of five large 
full-sided gondolas, five tiers 
high, on either side in the right 
front corner of the store, plus 
42 feet of wall shelving extend- 
ing the right wall. 

Making certain that the de- 
partment attracts attention from 
every passerby on Englewood’s 
main downtown shopping ave- 
nue is a platform window dis- 
play floor, which extends from 
the wall more than 20 feet along 
the all glass front of the store, 
18 inches above the floor. Here, 
on this carpeted surface Mrs. 
Weatherman gives the inter- 


mingled housewares and gifts 
items the benefit of impressive 
mass display with the emphasis 


on such large, bulky items such 


as step stools, kitchen stools, 
bath hampers, electric roasters, 
mixers, fans, folding chairs, etc. 

Backing them up, the right 
wall of the store just behind the 
window, as shown, has been cov- 
ered with stirated, walnut-fin- 
ished plywood, from floor to ceil- 
ing. On this rich, eye-appealing 
background, the store shows 
some 30 sections of offset glass 
shelving, clipped onto the wall 
at various levels, for exclusive 
gift-item display. 

Consequently, it is scarcely 
possible for any woman passing 
along the sidewalk to escape the 


fact that Weatherman Hard- 


ware Company is emphatically 
after their housewares and gift 
business. “Before we went on 
this basis, we were disappointed 
in the amount of women we were 
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attracting,” Mrs. Weatherman 
said, “the sales in the gift de- 
partment were slow and the 
housewares department was not 
contributing its share to our 
total volume. 

“A few years ago it occurred 
to me that if the two were more 
or less homogenized so that the 
housewife coming in to buy a 
can opener, for example, would 
be exposed to a complete selec- 
tion of colorful luncheon ser- 
vices, figurines, hammered cop- 
per and brass gift suggestions, 
etc., that both stocks of mer- 
chandise would benefit. Accord- 
ingly, we mixed them up and 
since that time it is only a step 
to housewares to gifts and vice 
versa. No matter what sort of 
housewares item the customer 
comes in to buy she will find sev- 
eral gift items interspersed and 
our opportunities for impulse 
sales are increased.” 


Pleasant Area Holds Browsers 


As pictured, the housewares- 
gift department is spacious and 
inclined to encourage the cus- 
tomer to “browse.” Wide aisles, 
fixtures which contained the 
maximum number of items per 
square foot, a polished asphalt 
tile floor, and intensified light- 





BACKGROUND of rustic-finished combed plywood provides the contrast 





SLIGHTLY MORE than one-quarter of store’s entire floor space is 





devoted to the combined housewares and gift department. 


ing, all lead to a much higher 
percentage of time spent by each 
customer than average. The bulk 
of gift stock is spaced along the 
right wall where compactly 
shown are scores of bright, at- 
tractive gifts such as useful 
pitchers, cookie jars, salt and 
pepper shakers, gay figurines, 


need for this display of ceramic decorative ware. 
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candy dishes, chafing dishes, 
thermos products, decorative 
objects d’art, vases, metalware, 
bright cannister sets, glassware, 
and wooden ware. The same 
items are intermingled on the 
housewares shelves as well, with 
the store’s cordial invitation to 
pick them up and examine each. 

In buying both housewares 
and gifts,, Mrs. Weatherman 
keeps the relationship between 
the two in mind. “We have no 
set formula for purchasing our 
gift inventory,” she said. “For 
the most part I buy what appeals 
to me personally and hope that 
our customers look at the selec- 
tion in the same way. 

“It is very easy to make mis- 
takes, of course. For example, 
in one instance I bought several 
patterns of better priced, open 
stock china, and gave it the 
benefit of both window display 
and a mass display in the house- 
wares department. More than 
six months went by before we 
sold a single setting. On the 
other hand, I chose several com- 
plete dinnerware table settings 
at the same time and these sold 
out rapidly. We have found that 
we can’t sell expensive crystal 
successfully, but at moderately 
priced and lower priced glass- 
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ware, particularly in the nov- 
elty classification will move out 
swiftly.” 


Uses Standard Markup 


Perhaps the greatest factor in 
the five to seven times per year 
turnover achieved is the decision 
which Mrs. Weatherman made 
when she first set up the en- 
larged department. This was to 
operate all of the gift inventory 
on the same market as house- 
wares rather than attaching a 
50 to 100% markup such as is 
often the case. The result has 
been that her gift prices are 
uniformly lower throughout the 
entire stock, a point which ex- 
perienced shoppers invariably 
note. “It is certainly not price 
cutting,” Mrs. Weatherman said. 
“By applying the same markup 
principles to gifts as to house- 
wares we have found our cus- 
tomers buy more, recommend 
the store to their friends, and 
come back more to shop. I have 
found that most women object 
to the premium prices for which 
they must pay for ornamental 
knick-knacks and that it doesn’t 
require our saying so for the 
customer to note the difference.” 

As an example, Weatherman 
Hardware Company featured an 
extremely well made, earthen- 








ware Lazy Susan at $12.98, 
which represented the wholesale 
price plus 38% markup. Mrs. 
Weatherman sold six of these 
within the first three weeks 
after delivery to the store and 
was surprised to find that a gift 
shop elsewhere was featuring 
the same item at $17.98. This 
fact had undoubtedly been no- 
ticed by her customers and re- 
sulted in the decision to buy 
right away. 


Inventory Expanded During Holidays 


The gift department is given 
the benefit of regular advertis- 
ing, particularly around Moth- 
er’s Day, Father’s Day, St. Val- 
entine’s Day, and Christmas. 
During the Yule season the in- 
ventory is increased by one- 
third, a gift wrapping counter 
is set up and both gifts and 
housewares profit. “The mere 
presence of the expanded gift in- 
ventory sells many more house- 
wares items than gifts them- 
selves,” Mrs. Weatherman said. 
“This has been particularly true 
of the last two Christmases, 
with the emphasis being on 
more practical, useful gifts than 
in previous years. I believe that 
approximately 50% of our gift 
sales are to customers who in- 
tend to give the item to someone 





else, and that gift wrapping 
therefore counts heavily. It ap- 
plies just as well to housewares, 
however, a point which we make 
clear to our customers and many 
of them take us up on the sug- 
gestion.” 


Encourage Browsing 


Salespeople are encouraged to 
allow the customer to “browse” 
on approach until the latter sig- 
nals for assistance. An idea of 
how well this works out was the 
recent purchase by a man cus- 
tomer of more than $30 worth 
of decorative items for his home 
although he had come in only 
to buy an ice crusher for the 
kitchen wall. This customer had 
just moved into a new home and 
on circulating around through 
the department he found a va- 
riety of clever ash trays, lamps, 
figurines, nut bowls, etc., which 
he added to his purchases. 

“We have built up a reputa- 
tion with local women which we 
could scarcely achieve other- 
wise,” Mrs. Weatherman smiled. 
“IT feel sure that the steady 
growth, which we have regis- 
tered in every department, even 
in sporting goods, tools, etc., can 
be traced to the fact that many 
more women are coming in and 
bringing their husbands along.” 


BULK OF GIFT STOCK is spaced 
along right wall where compactly 
shown are scores of bright, attractive 
items such as pitchers, cookie jars, 
salt and pepper shakers, gay figurines, 
and decorative objects d'art. 
credits sales in other departments to 
the fact that store has so many women 
customers, who bring their husbands 
along to buy tools, sports merchan- 
dise, etc. 


Owner 
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Puts Gifts 


Year-Around Activity 
in Gift Department 
Brings 200% Sales Increase 


HE hardware dealer interest- 

ed in creating more long- 
profit gift sales will be wise to 
set up a separate gift depart- 
ment, and play up the advan- 
tages of “customer-preferred” 
gift items, according to John 
Valentine, owner of Valentine 
Hardware Company in Boulder, 
Colorado. 

The long established store has 
been underway of a complete re- 
modeling program for more 
than two years without inter- 
fering with everyday sales. With 
increased population in Boulder, 
Mr. Valentine gives the gift de- 
partment a high priority. 

Mr. Valentine chose an eas- 
ily-remembered, tricky slogan 
“Hardware Gifts of Distinc- 
tion” and, as shown, is spelled 
out in full lettering along the 
canopy of the new, separate gift 
department at the extreme front 
of the store. 

Next, while the display fixture 
was being built, Mr. Valentine 
carefully checked with sales- 
people and customers alike, to 
determine what gift items had 
proven the most popular over 
the years. This 
type of discussion was the 
means by which Valentine Hard- 
ware Company selected some 50 
basic gift suggestions, many of 
them standard, everyday favor- 
ites, and all of guaranteed ap- 
peal to the customer. With this 
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“conference”: 





in Their Own Place 





CUSTOM-MADE FIXTURE, 15-feet in length, extends length of interior 
front wall of store, and is located between store’s two front entrances 
where every person who enters is exposed to it. 


line-up to suggest, the Boulder 
hardware man believed, it would 
be possible to guide the gift- 
giver with substantially more 
confidence, both on the part of 
the salesperson and the cus- 
tomer. 

Then, the display fixture pic- 
tured herewith was built. Fif- 
teen feet in length, the blond 
wood fixture extends the length 
of the interior front wall of the 
store between two entrances 
where every entering customer 
is bound to be “exposed” at 
least briefly to the choice. Seven 
tiers of glass adjustable shelv- 
ing make up the merchandise 
display area, contrasted against 
a dusty rose background; the 
whole enclosed in a blond hard- 
wood frame. Almost every 
square inch of the fixture is 
naturally devoted to merchan- 
dise display and double-inten- 
sity fluorescent lamps, concealed 
in the canopy along the stock, 
throws an intensified flood of 
lights down over the interior. 

Displayed as “gifts of distinc- 
tion” which have been most oft- 
en purchased by older custom- 
ers are 50 items which include 
such electrical housewares items 





as toasters, coffee makers, waffle 
irons, steam irons, travel irons, 
fine electric clocks, bottle warm- 
ers, sandwich grills, ete. More 
popular items include bar acces- 
sories, lazy susans, TV snack 
plates, decorative ceramics, 
kitchen accessories, etc. Every 
item has been chosen directly 
from the standard hardware 
stock of Valentine Hardware 
Company, it was stressed, with 
no attempt to branch into gift 
wares not formerly carried 
within the store’s scope. As a 
result, the big display is actu- 
ally a simple collection of the 
most-desirable gifts which Val- 
entine Hardware Company has 
to offer, and certainly, of a na- 
ture guaranteed to please any 
gift recipient. 

The result of this unusual ap- 
proach to the gift market, and 
the installation of the colorful, 
separate new gift department 
with “standard hardware lines” 
emphasized all the way, has 
been an immediate and impres- 
sive increase in gift sales 
amounting to more than twice 
the volume which was achieved 
when gifts were simply shown 
wherever space permitted. 
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Designed for Two-Man Operation 


New Store is Set-Up in Open, Self-Service Manner With 
All Merchandise Departmentalized and Price Marked 


ALPH BIRUM is partial to 

smaller operations, and he 
has set up his new Marshall- 
Wells hardware store in Mount- 
lake Terrace, Wash., according- 
ly. The store opened the first 
of June, 1955, in Plaza Shop- 
ping Center, that is the busi- 
ness district of the recently 
incorporated Mountlake Ter- 
race, a town of about 5,000 


population located midway be- 
tween Seattle and Everett. 
The new Plaza Hardware is 
the only hardware store at pres- 
ent in Mountlake Terrace. How- 
ever, it has plenty of competi- 
tion from a large supermarket 
that has a complete variety 
store with a considerable as- 
sortment of hardware items. 
Owner Birum believes he has 


WRAPPING COUNTER which is placed in front of store just inside 
entrance helps encourage self-service and helps discourage shoplifters. 
Ralph Birum, owner, shown seated at wrapping counter, can greet cus- 
tomers as they come in, and is in position to give help where needed. 


the formula that will enable 
him to satisfactorily meet that 
kind of competition. 

The store has about 3,000 
square feet of floor space, with 
40 feet of frontage in a good 
drive-in location in the center. 
It was engineered by Marshall- 
Wells and is set up in the open, 
self-service manner with all 
merchandise departmentalized 
and price marked so customers 
can wait on themselves if they 
prefer to. 


Displays Are Flexible 


Tools are displayed in a wall 
fixture on the right-hand side, 
with peg board backing for 
flexibility and variation of dis- 
plays. Gift ware and house- 
wares are displayed on the op- 
posite side of the store. 

Display islands were built in 
sections, also for greater flexi- 
bility. A typical island is built 
in three interchangeable sec- 
tions so that any fixture can be 
shortened or lengthened as de- 
sired. Virtually all merchandise 
is placed right out on the sales 
floor, only a small amount of 
back room space being provid- 
ed. A work bench is placed 
against the back wall for un- 
packing merchandise and other 
work bench jobs. Reduction of 
back room storage to the mini- 
mum simplifies stock control 
and reduces handling of mer- 
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chandise, Mr. Birum notes. 

The owner has put in a mini- 
mum inventory of $15,000 to 
$20,000 worth of stock. That is 
sufficient to give a well rounded 
variety without specializing in 
any categories. His object here 
is to find out what kinds of mer- 
chandise his customers will be 
most interested in buying, then 
to expand his stock in those 
directions. Meantime, he has 
protected himself against over- 
buying merchandise that he 
might have to dispose of later, 
at a loss. 


Lets Customers Shop as They Like 


“I believe in letting custom- 
ers wait on themselves where 
they show an inclination to do 
so,” says Mr. Birum. “We ask 
a customer if we can help him, 
of course, but if he says he is 
just looking we leave him alone 
until he needs help. That’s the 
way I like to shop and that’s 
the way other people prefer to 
do it except when they need ad- 
vice on the merits or the use of 
an item. This also makes it pos- 
sible to handle more people at 
a time, as they can wait on 
themselves while I’m serving 
someone else. 

“The size of our store and 
the way it’s laid out exactly suit 
my personal preferences. With 
it, two people can readily take 
care of a substantial volume of 
business that will earn a satis- 
factory income. We could have 
gotten a larger store but that in 
turn would have taken more 
overhead and more inventory. 
We may be limiting our volume 
somewhat but we are also mini- 
mizing our risks.” 

Although it’s still too early to 
predict the degree of success his 
store will achieve, Mr. Birum 
has observed that there has al- 
ready been an unusually large 
amount of foot traffic, a large 
proportion being’ people who 
have noticed the new store and 
are just looking around. How- 
ever, about half of these new- 
comers will make at least one 
purchase. And a good percent- 
age of them can be expected to 
return later when they need 
some specific hardware mer- 
chandise. 
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FAMILIAR COLORS of Marshall-Wells stores decorate exterior of new 
store in Plaza Shopping Center, Mountlake Terrace, Washington. 





DEPARTMENTALIZED for easy self-service shopping, this view of 
right-hand side of store shows tool displays mounted on Peg-boards. 





LEFT-HAND SIDE OF STORE is predominantly the women’s side with 
gifts and housewares on wall shelving and on island display fixtures. 











CO-OWNER, W. P. Cook, who oper- 
ates stores handed down by his father, 
with his brother, has had 52 years 
of experience in Hardware field. 


R. W. P. Cook, manager of the 
Espafiola Mercantile Com- 
pany has had 52 years of experi- 
ence in hardware and house- 
wares retailing—at the same 
location in the small town of 
Espanola, New Mexico, and has 
some definite ideas (and reasons 
for them) on how to combine the 
best of old and new merchandis- 
ing trends. 

An example of how he has 
combined these two factors suc- 
cessfully can be found in the fact 
that, when remodelling the store 
building three years ago, Mr. 
Cook decided to retain the Span- 
ish flavor which has made the 
region so picturesque, thereby 
giving Espanola Mercantile an 
exterior that local residents feel 
“does the town proud” while in- 
corporating a “new look” with 
more modern, sturdier materials. 
Mr. Cook also clung to a little of 
the “old” when designing the in- 
terior of the new building, for, 
along with more counter space, 
better department separation 
and new fixtures, he held to his 
firm belief that the customer 
does not feel comfortable when 
displays are hanging over his 
head, or has to be “pushed 
around” while browsing through 
merchandise and therefore, in- 
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Recipe for Fitting Store 


Into Right Niche in Community 


Dash of Old 
Mixed With New 


stalled low, wide counters with 
generous walking space between 
and around each. 

Lest local folks feel a little ill 
at ease about the dazzling re- 
furbishment at Espanola Mer- 
cantile Co., Mr. Cook had a sign 
that was familiar to all who 
visited his store rehung in a 
prominent place. It reads: 
“WE’LL BE HERE TOMOR- 
ROW TO BACK-UP WHAT WE 


SELL TODAY.” 

Building supplies and other 
bulky products are housed in 
separate buildings to the rear of 
the main store which is divided 
into four main departments, 
namely: 

1. China and gift department, 
which occupies half of the front 
end of the store. 

2. Housewares and small ap- 
pliances, occupying middle and 


PART OF HOUSEWARES AND SMALL APPLIANCE 
SECTION which occupies middle and back portions of 
store on recently installed fixtures. 
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SPANISH FLAVOR of exterior of store was retained, using sturdier materials when entire store was remodeled. Owners 
feel that local residents feel more at home in the store than they would in a completely modern type building. 


back portion of store. 

3. Hardware and paint sup- 
plies, occupying portion of front 
store area. 

4. Garden supplies, gadgetry, 
and office space at rear portion 
adjacent to housewares depart- 
ment, but separated by an oblong 
counter. 

In addition to retail sales of 
these types of merchandise, Mr. 
Cook feels that it is important to 
keep up with “the do it yourself” 
idea in home decorating and re- 
pair and rents housecleaning 
equipment, floor sanders and 
waxers in the latest models. 

In keeping with his acceptance 
of certain modern trends of mer- 
chandising, Mr. Cook uses radio 
advertising to acquaint the local 
public with new lines of mer- 
chandise (there are no television 
stations nearby) which he bal- 
ances with a willingness to take 
part in local “hometown” activi- 


Scouts, and Rodeo Associations, 
making himself known to a wide 
circle of acquaintances, and giv- 
ing help where needed. 

When asked if he feels that 
the small town holds much prom- 
ise for hardware retailers, Mr. 
Cook is definite in saying “Yes!” 
Why ? Well, as Mr. Cook sees it, 
its easier to own your own store 
building in a small town, and 
this makes more permanent 
planning possible. Another rea- 
son he gives is that residents of 
small towns appreciate dependa- 
bility more than the city dweller 
who is himself, uncertain of per- 


manent residence, quite fre- 
quently. 
One innovation which Mr. 


Cook has found successful since 
modernizing Espanola Mercan- 
tile Co., and which he feels is in 
keeping with newer ideas, is that 
of stocking only brands in which 
he could obtain a complete line of 


By doing this, he feels that the 
customer knows what to expect 
to pay for such merchandise, 
that service is guaranteed, if 
necessary, and that she won’t be 
saddled with a hodge-podge of 
ill-matching kitchen or bath- 
room accessories even though 
she may have to buy them sep- 
arately. 

An enthusiastic supporter of 
small town life and of doing 
business with small town dwell- 
ers, Mr. Cook and his brother 
had Espafiola Mercantile handed 
down from their father, who 
probably wouldn’t know the 
place as it now looks, but would 
find many of his sound “old 
fashioned” ideas in practice, 
blended with much that is mod- 
ern, without disturbing the 
friendly, dependable relation- 
ships that exists between Es- 
panola Mercantile and their cus- 





ties and charities such as the colors, styles, and sizes in names tomers—who really do come 
Chamber of Commerce, Boy that are recognized for quality. first! 
Free Spuds During the one-day sale to thrown in free... . A set of 


With Every Sale 


OTATOES were king during 

a special Saturday sale at 
Greenwalt’s Hardware store in 
Buhl, Idaho, in the heart of the 
Idaho potato country. 
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salute the state’s annual potato 
harvest, the store offered free 
potatoes with specials. 

As an example, kitchen step 
stools were offered at $3.98, 
with five pounds of Idaho spuds 


three lamps were priced at 
$19.95, with 30 pounds of pota- 
toes free. 

A store spokesman said the 
offer resulted in “splendid re- 
sponse.” 





CONVENTIONS & SHOWS 


Pot and Kettlers Meet in Chicago 


A big event each year during the Chicago 
Housewares Show is the annual Housewares 
Luncheon sponsored by the Associated Pot and 
Kettle Clubs of America, and this year was no 
exception. Members from the various clubs as 


well as their guests were in attendance at the 
event held in the Sheraton Hotel, January 21. 
Bob Shellenbery, manager of the Appliance and 
Merchandising Division of the Saturday Evening 
Post, was the featured speaker. 


ag 


SEATTLE GROUP occupies a prominent place just in front of the head table. 
James P. Stewart, president of the Associated Clubs presided. 


MISPLACED GROUP OF SAN FRANCISCANS (foreground) even things up 


by turning the Tacoma sign on their table up side down for photographer. 


56 


Continued on page 98 


HARDWARE WORLD 








GARDEN SUPPLY DISPLAYS 


One Fixture Does It 


All of Customers’ Garden Needs Are Concentrated in One Spot 


UTTING himself in the cus- 

tomer’s place and asking 
“Why should I visit several 
places in the store to buy gar- 
dening equipment?”, stirred 
George Finch, owner of the new 
Finch Lumber and Hardware 
Company, in Phoenix, Arizona, 
to design the big fixture, as 
shown. It is 18 foot long, ele- 
vated unit, constructed of heavy 
timbers, located directly in cen- 
ter of store in line with the 


front entrance, where every en- 
tering customer must pass it. 

The fixture has space for some 
80 full-size garden tools, sus- 
pended in slots along the center, 
while on either side, two levels 
of grass - separated compart- 
ments on shelves bring together 
all of the small, hard - to - find 
items normally associated with 
lawn care, flower growing, gar- 
dening, and general horticul- 
ture. 





CONCENTRATION of gardening equipment is located in center of store and 
directly in line with front entrance of store where every entering customer 
must pass on way to other sections. 
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In the broad space beneath 
the 18-foot long shelves on either 
side of the fixture are large, 
bulky accessories, such as wheel- 
barrows, rotating hose reels, in- 
secticide spray units, etc. 

“Anything which the customer 
is likely to want for outdoor 
work in the spring and summer 
months, is collected at one 
point,” Mr. Finch said. 

At either end are bulk seeds, 
seeds in packets, a complete li- 
brary of books on each phase of 
gardening, etc. In this way we 
feel that we have made it easy 
for the customer to find not only 
the specific item which brought 
her in, but also to pick up addi- 
tional ideas and experiment with 
time- and labor-saving equip- 
ment in the process. 

Typical of the success which 
this fixture has enjoyed is the 
fact that on one weekend, Finch 
Lumber and Hardware Com- 
pany completely sold out on 
rakes even though most of the 
customers attracted into the 
store had come in for other 
items. The big center display of 
garden tools catches immediate 
attention from every person. As 
a net result, “impulse sales” have 
kept garden tools moving at a 
surprising pace. “If they were 
on the rear wall we would be 
selling garden tools only to the 
customer who came in specifi- 
cally in search of them,” Mr. 
Finch said. 
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GARDEN SUPPLY DISPLAYS 





San Carlos Dealer 
Ready for Spring Sales 


GETTING READY FOR SPRING, Owner George 
Anderson of Industrial Hardware Co., San Carlos, 
Calif., converted unused back room storage area into 
a new garden department. Sign above rear door be- 
side register identifies the section, approximately 15 
feet square. On one side, visible here through door- 
way, are bulky and long-handled items. 





DEPARTMENT 











ag come 
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ACROSS THE AISLE, in new garden 
department, Anderson fills holes in 
8-high shelves, 12 feet wide, with 
broad variety of garden aids. He plans 
to set up a patio for display of out- 
door furniture and equipment, just 
outside beyond the garden section. 
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Custom Job 
Does The Trick 


GARDEN TOOLS and other long- 
handled items which used to “hog” 
one wall of Shor-Vu Hardware, San 
Mateo, Calif., now are all easily con- 
tained in a pipe rack built by the 
owners. The fixture took only a few 
hours’ labor and about $25 in ma- 
terials. It occupies floor space of 2', 
x 10 feet and stands 5% feet high. It 
is made of %-inch galvanized pipe, 
rigidly braced. Merchandise is dis- 
played from pairs of hangers bolted 
through the top sections of pipe on 
either side. An interesting feature is 
that the fixture was built without 
unions. This was accomplished by 
making extra long threads, threading 
one end all the way in and then back- 
ing it off until the other end was 
secure. 
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SIGN TELLS THE STORY 


“SELF SERVE ... SAVE” is a novel feature of the large 
outdoor sign located above the main entrance of Murmak 


POT SELLING DISPLAY 





Hardware Mart, Sherman Way and White Oak Boulevard, 
Reseda, California, to attract attention to store’s self- 
service department. Sign shown is located just to the right 
of firm’s name on the street side of the building. A smaller 
sign is also used on the parking side of the building in 


back to call attention to “self-service .. . save” feature 
of the operation. Signs installed by Murray Makieve, op- 
erator of the store, are large enough to be easily read by 
passing motorists, giving them some knowledge of the 
operation before they ever enter the store. 
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IMAGINATION AND PEG BOARD were combined by Al 
McGuinness, a co-manager of Frank Stepanek & Company, 
Portland, to create a hard-selling display in the form of a 
coffee pot, for pots and pans. Handle and lid button of the 
coffee pot display were painted black to provide the con- 
trast for the bronze pots and pans. Items displayed on the 
board were hung from hangers, with a salt and pepper set 
on a glass shelf. 
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Steps For 
Ladder Safety 


By Paul N. Howard 
President, American Ladder 
Institute 


HE agenda of the American 

Ladder Institute for 1956 
contains many interesting and 
worthwhile projects but perhaps 
the most important to the public 
is our program for greater lad- 
der safety. 

We, of the American Ladder 
Institute, as manufacturers of 
ladders, well realize our respon- 
sibility to assure the highest pos- 
sible degree of safety for the 
millions of our fellow citizens 
who use our products. It has 
been and is the policy of our 
association and its members to 
do everything within our power 
to educate, encourage and pro- 
mote all measures that will re- 
sult in safer ladders and the 
safer use of ladders. 

Most individuals would be 
amazed at the amount of re- 
search the American Ladder In- 
stitute and/or its members un- 
derwrite or sponsor in order to 
assure the users of our products 
of better designed and safer lad- 
ders. This research is carried 
out in a number of fields and 
with the help and cooperation of 
many safety-minded and public- 
spirited national, state and local 
organizations. A few of these 
organizations are as follows: 
The American Standards Asso- 
ciation (and many contributing 
organizations); The Forest 
Products Laboratory, Madison, 
Wisconsin; The National Safety 
Council ; The Underwriters’ Lab- 
oratory, Inc.; National Associa- 
tion of Mutual Casualty Com- 
panies; and The American 
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Paul N. Howard 


Society of Safety Engineers. 
To these associations as well 
as to many others, we owe a sin- 
cere debt of gratitude for their 
all-out effort toward the greater 
safety of ladders and their use. 
Among the many “safety 
checks” adapted and used by the 
American Ladder Institute is a 
monthly questionnaire sent to 
every member manufacturer. 
This must be answered in detail 
and its purpose is to guarantee 
the careful inspection by these 
manufacturers of their products. 


Code To Be Revised 


This year, 1956, is particu- 
larly important to the A.L.I. in 
its “all out” program to assure 
greater safety of ladders. Our 
program in this field is two-fold 
and is as follows: 

1. Under the capable leader- 
ship of H. G. Arnold, of the 
Bauer Manufacturing Company, 
Wooster, Ohio, our Code Com- 
mittee is in the process of re- 
writing the American Standard 
Safety Code for Portable Wood 
Ladders. The sponsors for this 
Code are the National Associa- 
tion of Mutual Casualty Com- 
panies, the American Society of 
Safety Engineers as well as the 
American Ladder Institute. The 
present Code is under the aus- 
pices of the American Standards 
Association and is the “bible” 
of our industry. It sets the 
standards to which our ladders 
must be manufactured and is 
also the generally accepted Code 
for wood ladders throughout the 





United States. The revisions and 
improvements of this Code have 
been undertaken with the co- 
operation of the Forest Products 
Laboratory, Madison, Wiscon- 
sin, and must be finally approved 
by the American Standards 
Association before it can be 
printed and officially adopted. 

Every effort will be made by 
this committee and those work- 
ing with them to develop a re- 
vised and improved Ladder Code 
which will guarantee all possible 
safety to ladder users. Tremen- 
dously important, of course, to 
such a revision is the necessity 
of having adequate and au- 
thoritative facts relative to the 
weight, strength and other char- 
acteristics of the various species 
of lumber used in ladders. For- 
tunately, that essential informa- 
tion on lumber so vital to the 
safe manufacture of Wood Lad- 
ders is available to this commit- 
tee through the Forest Products 
Laboratory, Madison, Wiscon- 
sin. They provide our Code Com- 
mittee with a wealth of technical 
data on lumber which has been 
developed by them over a great 
number of years, with the ad- 
vantages of their extensive wood 
laboratory and testing equip- 
ment. 


Research Will Lead to Safer Ladders 


2. Secondly, and in order to 
obtain all possible authentic 
information relative to the 
strength and durability of vari- 
ous designs and types of lad- 
ders, the A.L.I. have contracted 
with the Timber Engineering 
Corporation (TECO), of Wash- 
ington, D. C., to make extensive 
tests on various types and de- 
signs of ladders. The committee 
in charge of this program is 
under the experienced and able 
chairmanship of W. A. Flint, 
Sr., A. W. Flint Company, New 
Haven, Connecticut. The results 
of these very comprehensive 
tests will, of course, be available 
to our Code Committee and will 
be of inestimable value in help- 
ing them develop a safer and 
improved Code for Wood Lad- 
ders. 

The American Ladder Insti- 
tute is and will continue to de- 
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velop better and safer ladders 
and also to promote greater 
safety in the use of these lad- 
ders as it is, of course, obvious 
that regardless of how safe a 
ladder is, it must be intelligent- 
ly used to achieve real ladder 
safety. Most ladder accidents are 
caused by carelessness, misuse 
of the ladder, or by using a lad- 
der not suitable for the job. It 
is most important, therefore, 
that those who sell or use lad- 
ders should be properly informed 
about them. This information is 
available in such pamphlets as 
“Do’s and Don’ts of Ladder 
Safety for Home and Farm,” 
“There’s a Right Ladder for 
Every Job” and “The American 
Standard Safety Code for Port- 
able Wood Ladders.” We invite 
you to write to our executive 
offices, The American Ladder 
Institute, 666 Lake Shore Drive, 
Chicago 11, Illinois, for copies 
of those pamphlets which you 
can use. This information can be 
extremely helpful in the intelli- 
gent selling of ladders as well as 
in the use of them. 





$100 Offered Dealers in 
Eleven Western States for 
Ladder Window Display 


April, 1956, has been pro- 
claimed Ladder Month by the 
American Ladder Institute. 

The organization will make 
available for dealers a streamer 
(It’s Time to Buy Ladders Now) 
suitable for use in windows or 
interior displays; a hand-out en- 
titled “Do’s and Dont’s of Lad- 
der Safety for Farm and Home,” 
available in quantities at $1.25 
per hundred; and a_ booklet, 
“There’s a Right Ladder for 
Every Job,” for promotional use. 

The Institute is offering $100 
for the best ladder window dur- 
ing this month. Contest ends 
May 15, 1956. Send to American 
Ladder Institute, Suite 2551-2, 
666 Lake Shore Drive, Chicago 
11, Illinois. 

Even if you do not win, the 
display itself will make you ad- 
ditional profits which is, in a 
way, making you a sales winner. 














Ladder safety should be of 
paramount interest to hardware 
dealers as most of them sell lad- 
ders. Through their own experi- 
ence, they should know that most 
ladder accidents are not due to 





faulty ladders but rather be- 
cause the ladders are incorrectly 
or carelessly used, or not suit- 
able for the job. It is unfortu- 
nate that so many dealers sell 
ladders primarily on the basis 
of price inasmuch as a ladder is 
definitely a safety item upon 
which the user’s safety depends. 
It is very important that the 
ladder selected is the “right lad- 
der for the job,” and that it be 
used correctly for that job. If 
there is any doubt as to whether 
or not a ladder is suitable for 
the intended purpose, then a 
stronger, better quality ladder 
should be selected as it will not 
only assure a much greater mar- 
gin of safety but will also be less 
expensive in the long run as it 
will give many additional years 
of safe use. 

3y learning more about lad- 
ders, dealers will be in a position 
to sell superior grades of lad- 
ders, suitable for their custom- 
ers’ intended use and thereby 
assuring better satisfied custom- 
ers as well as more profitable 
sales for themselves. 





“Show-How” Sells 
Plumbing Fixtures 


The best way to sell plumbing 
and electrical merchandise, be- 
lieves Arthur Rollins, is to show 
the customer how to install it. 
With his father, Guy Rollins, 
and his brother Harold, Arthur 
helps to operate Rollins Hard- 
ware & Variety in Portland, 
Oregon, a Marshall Wells fran- 
chised store. 

“Plumbing and electrical ma- 
terials are two categories of 
hardware that the average man 


can install for himself if he 
is shown how to do it,” says 
Arthur. “But the information 


must be authentic and in suffi- 
cient detail. For a larger instal- 
lation, that usually means a de- 
tailed drawing, and that’s what 
I give them. It isn’t hard to make 
up such a drawing, and the addi- 
tional effort quite often leads to 
a sale of a hundred dollars and 
more. 
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SELLING A CUSTOMER just what she wants, Arthur Rollins also provides 
the necessary instructions for professional-like installation. 


“Only one thing I insist on 
from the customer, however: I 
follow the code in all drawings 
I make, and expect the customer 
to put it in according to those 


regulations which are for his 
own protection. Otherwise—no 
code, no drawing.” 

Photo shows Arthur and cus- 
tomer and pl¢g. fitting. 
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They’re Coming to YOU For 


Cummins. 


2 BIG 
BONUS BUYS 


Get set for banner “Fix in ’56” Sales! 
Stock, display these two great Cummins = 
Portable Tool Bonus Buys, now! Your 
customers will move ’em right out of your 
store! You'll ring up profits to a new high! 


Cummins 


Hard-Selling National Advertising 
reaching vost 


74,500,000 Zz 


people . . . including \ 
Your Best Customers 


Powerful advertising in these great mag- 
azines will pull people into your store! | ; 
Ads featuring the money-saving Cummins [SCiy¢j! 
Bonus Buys shown at left—feature you, | 
the CUMMINS DEALER, as the place to 
buy them! Another big Cummins nation- & 
wide promotion to make more profits for [Ej Séeus 
you. Don’t let this opportunity slip by— — 
contact your Cummins jobber, or rush the 
coupon below. Do it NOW! A 


MERCHANDISING HEL 


Your jobber will gladly supply you 
with Cummins counter displays, 
& newspaper mats, envelope stuf- 











BOTH FOR 


$79.90 


Regular Price $89.90 
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fers, metal pegboard displa 
Right in Kit pons 3 oe in pence A - 
z outs! ey’re all yours - 
with Day-Glo al with your order of Cummins 
Display Bonus Buys. 
No Extra Handling a. ee, ee eee mE mm ee come > 





John Oster Manufacturing Co., Dept. CHW 
5055 N. Lydell Ave., Milwaukee 17, Wis. 


MADE BY 










MANUFACTURING CO. 
5055 N. Lydell Ave., Milwaukee 17, Wis. 
In Canada, 334 Lauder Ave., Toronto 10 
For Details Circle 38 on INQUIRY CARD 













HARDWARE WORLD 








APRIL MERCHANDISING 





FOR APRIL: Sell the hobbyists . . . Tie in with your local Clean-up, 
Paint-Up, Fix-Up campaign by pushing paints and supplies and all 
types of tools ... Schedule your Hardware Week promotion . .. Up 
your profits by selling the home gardener everything that might 
make his garden and yard more attractive 





WINDOW A 


WINDOW B 


IN-STORE 
PROMO- 
TIONS 
AND 
SOURCES 
FOR 
ADVERTIS- 
ING 


| SPECIAL 
DATES 
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MERCHANDISING CALENDAR WORKSHEET 


FIRST WEEK 


March 31-April 6 


Spring Playtime (Cont 


Hobby Time 


Hobby Time (Feature 
supplies for all types of 
craftsmen) 


Let’s Go Fishing (Fea- 
ture rods, reels, creels, 
lures, sports clothing, 


etc.) 


Spring Playtime (Feature 
wheel goods, baseball 
supplies, games, back 
yard gym sets) 


Food Servers (Cont.) 
“Dig” That Garden Time 
Cont ) 


Tools for Special Projects 
Cr nt.) 


Beekeeper Supplies 
Cont.) 


April 1-7—WNational Arts 


& Crafts Week 


April 1-30 — National 


Hobby Month 


SECOND WEEK 
April 7-13 


Clean-Up, Paint-Up, Fix- 
Up 


Hobby Time 


Clean-up, Paint-Up Fix- 
Up (Feature paint, 
painting supplies, clean- 
ing supplies and equip- 
ment of all types) 


Let’s Go Fishing (Cont 


Spring Sports (Feature 
Spring sports equip- 
ment and supplies, such 
as baseballs, bats and 
gloves, volley balls, 
basketballs, tennis rack- 
ets, badminton equip- 


ment, etc.) 

Hobby Time (Feature 
model building supplies 
for the hobbyist) 
April 8-15 — National 


Model Building Week 


THIRD WEEK 
April 14-20 


Clean-Up, Paint-Up, Fix- 
Up 


irha Hardware Week 


irha Hardware Week 
Feature manufacturer 
pecials for this pr 


motion 


Clean-Up, Paint-Up, Fix- 
Up (Cont.) 


Let’s Go Fishing (Cont 
Spring Sports (Cont 
Hobby Time (Feature 


hobbyist supplies for 


the do-it-yourselfers 


Check Your Auto Now 
batteries, 
tools, seat covers, ra- 
dios, and all types of 
accessories for the care 


Feature 


Tul WY 


April 12-21—irha Hard- 
ware Week 


April 15-21—Classified 


Brand Names Week 


April 16-21—Bike Safe- 


ty Week 


April 16-23 — National 
Do-It-Yourself Week 


April 18—Brand Names 
Day 


FOURTH WEEK 
April 21-27 


Grooming The Yard 


Vacation Time Sports 


Grooming The Yard 
Feature fencing, in 
cinerators, garbage 
cans, outdoor gym 
equipment, outdoor 
lighting and sprinkler 
systems) 


irha Hardware Week 
Cont.) 
Let's Go Fishing (Cont 
Hobby Time (Feature 
photographic equipment 
and accessories) 


April 22-28 — National 
Garden Week 


April 24-30 — National 
Photography Week 
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APRIL PROMOTIONS 





Spring 
Playtime 


Schedule: March 24-April 6 


OBJECTIVE —To stimulate sales of wheel 
goods, playground equipment, children’s sporting 
goods and all types of outdoor games and toys. 


MERCHANDISE TO PROMOTE—Wheel goods 
should include bicycles, tricycles, wagons, scoot- 
ers, and skates; playground equipment for the 
home yard and special sets of swings, teeter- 
totters, etc. Baseball supplies should be heavily 
promoted. Croquet sets, Badminton, children’s 
tennis sets, all kinds of balls, ring toss and horse- 
shoe games and all other types of outdoor games 
should be exploited. 


WINDOW—Sign in window should be placed on 
top of playground equipment and shaped like a 
circus tent. Window should be decorated in carni- 
val effects. 


SPECIAL STUNTS—Inasmuch as this promo- 
tion includes April 1, it would be a very good idea 
to sponsor a Kiddies April Fools Day Parade. 
Prizes could be given for the funniest entries, and 
the stipulation could be that an entry had to be 
on a bicycle, wagon or some other kind of wheel 
goods. This type of promotion takes a little time 
and also man-power so that it might be more ad- 
visable to get your merchants’ association or some 
other organizati: . to help you put on this local 
community affair. Arrangements can be made 
with the local movie theater manager to give free 
tickets to all entrants. 


IN-STORE DISPLAY — Organize all the mer- 
chandise to be exploited in this promotion in one 
area, and give it as much of a circus effect as pos- 
sible. Use streamers, pennants, and all other 
types of colorful decorations. 
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_-PRING 
PLAYTIME CARNIVAL —— 























DIRECT MAIL AD—Have a leaflet about 6x9 
printed for handout at store or to be distributed 
door to door. If you are helping to promote the 
parade idea, print all stipulations about parade on 
one side and on the other announce your Spring 
Playtime Carnival. Show several types of mer- 
chandise. Slant all copy to youngsters and make 
every effort to see that these are distributed to 
youngsters wherever possible. 


RADIO AD—Spot several commercials after 
school and before supper time; slant them to the 
youngsters. For example: “Good weather is 
ahead kids, and you can have lots of fun this 
spring and summer with a bicycle.” 
Then list all the features of the item and invite 
the youngsters to come down and see your full 
carnival display. 





NEWSPAPER AD—Select from your local pa- 
per’s stock of cuts something that will coincide 
with the carnival theme, such as a picture of a 
clown, or circus tent, etc. Slant your ad to the 
youngsters: “Hey, Kids! We have some wonder- 
ful things for your outdoor playtime, so come 
now to Hardware Store to see 
our Spring Playtime Carnival.” 
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APRIL PROMOTIONS 





Clean-Up 
Paint-Up 
Fix-Up 


Schedule: April 7-20 


OBJECTIVE—This promotion is a tie-in with 
your own community development program. It 
is scheduled for these dates only as a place to put 
it on our calendar. Check-up with your com- 
munity to find out when this program is sched- 
uled for your area. They are usually held during 
the months of April and May and are sponsored 
by the National Clean-Up, Paint-Up, Fix-Up 
Bureau, 1500 Rhode Island Avenue, Washington 
5, D.C. The purpose is to safeguard health, pro- 
mote safety, prevent fire, improve property, fur- 
nish employment, and create ideals of good citi- 
zenship. 


MERCHANDISE TO PROMOTE — Everything 
in the paint department becomes eligible for this 
promotion. In addition, all kinds of cleaning 
equipment and supplies should be promoted, and 
for the Fix-Up part of the promotion, hand tools, 
electrical and plumbing supplies, etc., also come 
in for their share of promotion. 


WINDOW—You can use the material made 
available by the Bureau or you can develop your 
own type of sign as suggested in our illustration. 
Use three round cardboards, about 15 inches in 
diameter, each a different color. Paint the word 
Clean-Up on one and right below it attach a very 
large sponge, in succession follow with another 
with the word Paint-Up on it and a large paint 
brush attached to it, and the last one for Fix-Up 
with a hammer or some other suitable tool (see 
illustration). Divide the window into three sepa- 
rate sections to display the corresponding mate- 
rials. For example, the Clean-Up card should be 
at the left side back of the window, right in front 
of it should be all of the type of supplies you want 
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to suggest for clean-up. Use the same treatment 
with all the rest of the cards. 


DIRECT MAIL AD—Schedule this to go out 
just as the announcement is made community- 
wise regarding this program. Send a mimeo- 
graphed letter explaining how you are helping to 
support this program, and that you would be very 
happy to help all your customers and give par- 
ticular advice on how to accomplish certain jobs 
with which they are unfamiliar. Include several 
folders and inserts regarding paint, cleaning 
equipment, etc. 


RADIO AD—Check with your local committee 
and you will find that they have quite a few radio 
commercials prepared by the Bureau or their own 
local promotion group. You could use some of 
these and tie your name in with it so that you 
become a part of the community program. 


NEWSPAPER AD—The lead could be: “Par- 
ticipate in our Clean-Up, Paint-Up, Fix-Up pro- 
gram for City.” Then run 
some copy explaining how, with everybody’s help, 
your community or town can be a beautiful ap- 
pearing place. Then show illustrations of various 
equipment and supplies they can buy to partici- 
pate in the program. 














APRIL PROMOTIONS 





Hobby Time 
For Everybody 


Schedule: March 31-April 13 


OBJECTIVE—This promotion has been timed 
to tie-in with National Hobby Month sponsored 
by the Hobby Guild of America, 550 5th Avenue, 
New York 19, N. Y. Their purpose is to help curb 
juvenile delinquency by furthering interest in 
hobbies and in well directed use of leisure time. 
The promotion can be extended beyond youth to 
include all members of the family. The Guild has 
divided the month into special weeks, National 
Arts and Crafts Week, April 1-7; National Model 
Building Week, April 8-15; National Do-It-Your- 
self Week, April 16-23 (same week as irha 
Hardware Week); National Photography Week, 
April 24-30. 


MERCHANDISE TO PROMOTE — Select all 
types of hobby merchandise and supplies from 
your entire store and promote them in this cam- 
paign. For example, hand and power tools can 
be promoted for wood-working hobby or the do- 
it-yourself field. If you carry toys or models for 
the children exploit them at this time. Promote 
paint, particularly for furniture renewing. Gar- 
dening can certainly be termed a hobby and gar- 
den items should be included in this promotion. 


CONTESTS—A hobby contest for youngsters 
could be co-sponsored by the local newspaper and 
you could devote a window to the entries as well 
as some space in-store. 


WINDOW—Sign at center of window is made 
something like a six pointed star with the word- 
ing “All hands at work during hobby time.” Use 
garden gloves, work gloves, rubber gloves, base- 
ball mitts, and boxing gloves. Segregate merchan- 
dise shown into hobby type groups. All power 
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HOBBY TIME 

















tool supplies should be in one group, hand tools 
for woodworking in one group, etc. 


DIRECT MAIL AD—Send out packet type let- 
ter with the question asked: “Do you like to keep 
your hands busy with a hobby?” Follow with 
something to the effect that you are celebrating 
hobby month and are showing all kinds of tools 
for hobbyists, then list the types of hobbies and 
a few ideas on merchandise. Enclose with the 
letter several inserts and folders regarding vari- 
ous types of tools and equipment. 


RADIO AD—For spot commercials in the early 
morning hours, from six to eight, appeal to the 
men-folk with discussion about power tools and 
other male hobbies. For spot commercials be- 
tween eight a.m. and six p.m., discuss women’s 
hobbies such as gardening, and other work. In 
the evening spot commercials can cover all types 
of hobbies. 


NEWSPAPER AD—Your local newspaper 
should have a cut of some sort regarding a hand. 
You can use this to illustrate the lead: “Keep your 
hands busy during hobby time.” Illustrate some 
of your special hobby equipment and give prices. 
Also exploit time payment plans on power tools. 
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EACH YEAR 
MORE AMERICANS BUY 
GARDEN HOSE! 


Swan again offers American Home Owners 








a complete variety of types, sizes and 
colors in bo las and reinforced 
rubber 


Swan beauty and quality over the years 
have become the accepted garden hose 
standard of the world—result, Swan ts 
the largest, most moder SME TLE 


turer on earth 


Your local Hardware Merchant will gladly 
help you select the correct size and type 
Swan hose, or Lawn Sprinkler best suited 
to your needs. See him today 

50-67 ¢ 
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SWAN RUBBER COMPANY « BUCYRUS, O. 
World’s Largest Manufacturer of Garden Hose 


nwt ATTENTION HARDWARE MERCHANTS! 


\ 
’ Mos wit 
i SE : The above full-page, full-color Swan Consumer TU 7 | PAG e 
i" advertisement will be published in Better Homes 
and Gardens, The American Home, and Sunset Be a Swan Garden 
magazines during the heart of the 1956 garden j 
hose buying season! These advertisements will Hose Expert! 
make more than 23 million selling impressions 
on your customers! 
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Here’s Why it Pays to Buy Full-Size The above twenty-page booklet in full-color illustrates 


Top-Quelity Garden Hose and describes the complete line of Swan Garden Hose 






























NAME OF SWAN RETAIL DEALER 









814 x 11 SWAN FLOW CHART ON HEAVY 
STOCK AVAILABLE FROM YOUR SWAN 
JOBBER. REQUEST YOUR COPY TODAY! 


STREET ADDRESS CITY STATE 








Time te water an average-size lawn and Lawn Sprinklers for 1956. It answers all questions ; 
at average water pressure * retail sales help may be asked. Fill out and mail the cou- | 
a nwo tore ie pon below to your Swan Jobber for your free copy today! i 
e@ ; 
Vw ie 
e x Ce et ee eee ee ey kr eee cm 
? 
| NAME OF YOUR SWAN JOBBER | 
w | 
ve ~ x 
w =Ssese | STREET ADDRESS CITY STATE | 
Xv. 3.1 hours pressure sprinkler High ; 
‘ back pressure mechanics! | ¢ 
— | We want to improve our retail selling technique of Swan ; 
~~ | Garden Hose. Please send us a copy of Swan’s new “Buyer's 
wy | Guide”. We promise to make good use of it. 
we 


SWAN RUBBER COMPANY «+ BUCYRUS, 





APRIL PROMOTIONS 





Grooming 
The Yard 


Schedule: April 21-May 4 


OBJECTIVE—This promotion was timed to 
tie-in with National Garden Week which officially 
runs April 22 to April 28. It is sponsored by the 
National Council of State Garden Clubs, Essex 
House, New York 19, N. Y. 


WINDOW—The central point of attraction in 
this window are the shrubs which can be borrowed 
from a nursery. Put a sign on a long stick and 
place into the dirt of the middle shrub. The sign 
states: “Grooming The Yard.” The principal 
products to feature in this window are pruning 
shears, clippers, electric hedge shears, lawn- 
mowers (hand and power), edgers, and full stock 
of steel goods. Actually anything that keeps the 
garden in good shape should be included, such as 
garden hose, sprinklers, fertilizers, plant foods, 
pest controls. 


DIRECT MAIL AD—Send out a packet type 
campaign with a mimeographed letter and a selec- 
tion of printed pieces about various types of 
equipment and supplies. The letter can state: 
“This is the time of the season for grooming the 
yard. Things are growing nicely now, maybe al- 
most too rapidly. For nice looking yards, hedges 
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larly, watered regularly, etc., etc. 

















should be trimmed regularly, lawns mowed regu- 


It takes a lot 
of good equipment to keep a yard well groomed. 
Why not drop in to our store the next time you 
are nearby and see for yourself all the wonderful 
equipment and supplies we have to make your 
garden a show spot on your street.” 


RADIO AD—“Don’t you enjoy having people 
stop in front of your place and say ‘What a well 
groomed yard!’ or do they say that in front of 
your place? If not, maybe its time you started 
to give it a little attention because a yard can 
make a home look like a palace. It takes good 
equipment to have a well groomed yard. Why 
not drop in today to ..........eee0s- Hardware 
Store and see the fine equipment and supplies they 
have to keep your yard one of the best groomed 
on your street.” 


NEWSPAPER AD—Use as a lead: “This is the 
season for grooming the yard.” It isn’t difficult 
to make your yard one of the best groomed on 
your street. It just takes a little muscle and good 
equipment. The following are just a few of the 
many items you can find in our store to help 
make your yard one of the best groomed. 
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SPACE-SAVING tubular aluminum 
rack measuring 24 in. wide by 32 in. 
deep by 54 in. high designed to display 
and dispense “Opal” aluminum screen- 
ing, comes complete with a three-color 
sign that helps customers sell them- 
selves on the need for new screening. 
Included with rack are 50-ft rolls, 
one each in 26, 28, 30, 32 and 35 in. 
widths—New York Wire Cloth Co. 


For Details Circle 250 on INQUIRY CARD 





COMPLETE garden shear department 
contains 44 best-selling tools in a new 
type compact stand with illustrated 
price panel. Complete with hedge 
shears, lopping shears, hand pruners, 
grass hooks, grass cutters and grass 
shears.—True Temper Corporation. 


For Details Circle 251 on INQUIRY CARD 


SELF-SERVICE display featuring the 
new Autoyre-Fairfield bath accessory 
shop brings every item in the nation- 
ally advertised Autoyre’s line within 
easy reach of every customer. Tripled 
sales were reported in actual test 
stores where display was used. Oc- 
cupying only 27 inches square of 
counter area, colorful unit contains 
18 lustre chrome accessories. — The 
Autoyre Company. 


For Details Circle 252 on INQUIRY CARD 





UNIQUE DEALER PREMIUM, Or- 
tho’s garden smock by Claire McCar- 
dell may be had for $6.95, about 4 
of its retail value, with the purchase 
of any Ortho product. Its slim lines 
make it practical for gardening, yet 
attractive enough to wear shopping, 
etc. Made of sanforized denim in 
small, medium and large.—California 
Spray Chemical Corp. 


For Details Circle 253 on INQUIRY CARD 








INCREASE sales and profits with 
Moe’s lighting center, which occupies 
a floor area of 4 ft by 4 ft, stands 8 ft 
high and displays 13 wall and 21 ceil- 
ing fixtures. By purchasing 100 fix- 
tures and the display board, you re- 
ceive nine free fixtures. Fixtures are 
individually packaged complete with 
mounting and wiring kits and shipped 
directly to dealer with display. — 
Thomas Industries, Inc. 


For Details Circle 254 on INQUIRY CARD 
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NEW PACKAGING for “Turf-Maker” 
and “Milford Green” lines of lawn 
seed mixtures will be introduced this 
spring. “Turf-Maker” package will be 
of gold foil, and “Milford Green” 
silver foil. Along with being attrac- 
tive, foil helps safeguard the fresh- 
ness of the contents.—F. H. Woodruff 
& Sons. 


For Details Circle 255 on INQUIRY CARD 








FOR MORE INFORMATION .. . 


About new merchandise and advertisers’ products check the INQUIRY CARD, between 
pages 100 and 101. Drop card in mailbox and within a short time you'll receive the infor- 
mation you want from the manufacturers. 
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everywhere the pacemaker in pantryware 1s 


Beauly latig 


with the famous, Lincoln-original “extra features” 


. Bread Box with built-in wood slicing board MATCHED ENSEMBLES, IN 

. “Stackable”, space-saving Canister Set ¢ Turquoise, Pink, White, or Black— 
. Cleanser Cabinet for detergent, soap powder, sponge, etc. with Copper accents 

. Step-on Can with built-in odor killing De-Fumer * All Chrome or All Copper 

. Matching Waste Basket « Baked Enamel Colors 

. Triple Paper Dispenser with convenient top shelf Write for Catalog and Price List 


@ LINCOLN METAL PRODUCTS CORP. © 136 CLIFTON PLACE, © BROOKLYN 38, N. Y. 
For Details Circle 40 on INQUIRY CARD 
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Salesmakers all! Tested and proven profit - 

able by more dealers every year. Step up your | 
sales the easy way—with these great Gardex 
merchandising aids! 


No. 770. 


The “Midget” | 
Tool Merchandiser 

that created a 

whole new 

market! 


Gardex 





No. 760. 


Lightweight Tool | 
Floor Display. 
Opens a vast, 
untapped market 
for lighter 
weight tools. 


ives you 








No. 960. Greatest development in long 
handled tools. A complete department in a 
few square feet. 


mR 
ty 





No. 955. 


Finest rack ever | 
for a limited 
display. Holds 
twice as many 
tools as the 
ordinary rack. 


No. 772. 


“Midget” Tool 
Perforated 

Hardboard Wall 

Display 

tremendously 
productive in high | 
traffic areas. 








—wiast, \ 
*) Dee"@ 4 NEW PACKAGING! 
\ a 
“‘Hang-It" Hooks hold any 
thing with a handle. 2 to a 
package to retail at 39c. 
\ No. 940. 


Get complete details from your jobber on all 
Gardex merchandising helps. Or write direct to: 


GARDEX inc. 


503 No. Carroll Ave., Michigan City 3, Ind. | 
For Details Circle 41 on INQUIRY CARD 











STORE OPERATIONS 





SPECIALLY DESIGNED for window 
and point-of-sale display work the 
Roto-Sho Jr., electric turntable is very 
inexpensively run, easily carrying 10 
lbs. and turning three times per min- 
ute. May be had with a buildup dis- 
play fixture which permits full use of 
available display space for $11.50.— 
Kasson Die & Motor Corp. 


For Details Circle 259 on INQUIRY CARD 
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SELF - STICKING, ALL PURPOSE 
Brady numbers and letters, come six 
sizes from ¥,” to 5” high, mounted 
on handy dispenser cards, in two col- 
ors, black on white, and black and 
yellow. Use for fast, economical mark- 
ing of columns, posts, aisles, shelves, 
drawers, and other plant and office 
fixtures and equipment.—W. H. Brady 
Company. 
For Details Circle 260 on INQUIRY CARD 


Basic Modernization Guide 


A Basic Guide on Store Moderniza- 
tion is now available for hardware 
store owners who want to modernize 
their stores and would like expert ad- 
vice on where to begin and how to go 
about it. Kit includes a detailed ques- 
tionnaire to help retailer record the 
facts about his present set-up, with 
instructions and example for measur- 
ing store areas. Available for $10 
from the Store Planning Center of the 
Store Modernization Institute. 

For Details Circle 261 on INQUIRY CARD 
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WYLON BRUSHES 
56) 2 OOS 


Hand Wire Scratch . . . 2 dozen sturdy Popular Tynex Nylon Varnish Brushes. 
wire brushes with shoe handle grip. 3 doz. assorted 114", 2”, 244” and 3”. 









56-SS-3 





’ 56-A 
Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 114” and 2”. 


1 "Do It 
aa Morches iw fyuusher 


Give You 40% Profit 
es 
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Pure Bristle... popular Wall brushes move 
fast! 2 doz. assorted 3”, 314” and 4”. 


AER 








56-C | 
+ . , Choice of two assortments: 56-E, Tynex Nylon—56-F, Pure Bristles 
tl d ade Wal 7 ” 1 
Ao tig 7 ‘do sanusned 379 5447 wan vt 56-E & 56-F Sturdy wire rack displays 3-1/12 doz. 1” to 4” brushes, each Saran 


Wrapped on individual card with full instructions on use and care. 


EIGHT COLORFUL ASSORTMENTS 


Each in Free Modern Sales Booster Display 





e Recognized Line e Quality Brushes 
e Rapid Sellers e Satisfied Trade 


Eight different assortments for your selection. Each display a credit to 
your store. All highlighted with a sales story that makes instant sales with 
shoppers. Remember, Morck Brush Displays Pay You 40% Profit. 





4 Perfect applicator for Bondex® . . . 
1 doz. fast selling coating brushes. Ask Your Distributor To Show You Full Line Of Assortments 


Moreh Brush Division 


25th STREET AND POTRERO AVENUE 
SAN FRANCISCO 10, CALIFORNIA 


BRUSHES - PAINTS + GLASS - CHEMICALS + PLASTICS 






















OLA SS COMPAN Y 





PITTS &@@a2 @ PLATE 


For Details Circle 42 on INQUIRY CARD 
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A sure way to lose a fisherman! 








CURRIER AND IVES PRINT FROM THE COLEMAN COLLECTION, SOUTH OTSELIC, NEW YORK 


A sure way to land him! 


To land a fisherman, a dealer must use the right 
lure. And there’s none better than a complete 
stock of Gladding lines. 

First, there’s a Gladding line for every kind of 
fishing. For example, there’s Aqua Sink, a dacron 
fly line with a super tough coating which makes it 
cast easier and sink rapidly. Clearon, is our mono- 
filament; so clear it’s invisible in any water. And 
Aerofloat is the amazing Gladding fly line that 
never has to be dressed... yet it always floats. 


IF IT’S GLADDING 
IT’S GUARANTEED 


. > io 
sce 








You can count on making a satisfied customer 
when you sell a Gladding line. Because Gladding 
is the quality brand in fishing lines—nationally 
advertised—it sells easily. Stocking Gladding means 
more dollar volume for the dealer...and more 
profit, too! 

If you are not among the thousands of dealers 
everywhere stocking Gladding lines, ask your job- 
ber or write for full information today. We guar- 
antee good fishing and good selling with Gladding. 


AT YOUR 
FAVORITE DEALER 





B. F. GLADDING & CO., INC. * SOUTH OTSELIC, NEW YORK 





For Details Circle 43 on INQUIRY CARD 
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Hook Fishing Customers With Creative Selling 


E hear a lot and read a lot 

about creative selling, and 
while no two definitions of cre- 
ative salesmanship are quite 
alike, it all usually boils down 
to the idea that creative selling 
includes something extra, some- 
thing not built-in the physical 
products being sold. Or at least 
not built in the product to the 
extent that it will be obvious to 
the customer without some help 
from the salesman. 

Now that winter is almost 
over, or will be in the next few 
weeks, and the weather and open 
seasons will permit Waltonions 
to start seriously working the 
streams and lakes, it is time to 
start thinking of ways to better 
serve his needs, while feather- 
ing your nest with some of that 
green stuff he is sure to spend. 

Assuming that your stock is 
broad enough to attract cus- 
tomers to your store, and that 
stock is deep enough to meet de- 
mand, let us get back to that 
extra something that spells cre- 
ative selling. 
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We are probably correct in 
saying that every piece of manu- 
factured merchandise, even the 
most simple, has many features 
that are not evident on the sur- 
face. This is especially true of 
most sport gear. It is as true of 
a simple fish hook as it is true 
of the most complicated shotgun 
or fishing reel. True, the com- 
plicated item may have more 
hidden features, but the simple 
fish hook can have several fea- 
tures that make one particular 
brand or shape or size, the most 
desirable one for a given task. 


Right Hook Sometimes Difficult to Find 


A good example of this is the 
difficulty encountered in finding 
a suitable hook by that small 
percentage of fishermen who re- 
move the standard trebles found 
on most metal lures and replace 
them with singles. These are 
veteran fishermen, or an astute 
novice who has discovered that 
he loses fewer lures in the brush 
and rocks, and that he creels 
more strikes by using the single 
hook. Therefore, he is looking 


for a hook that first of all must 
have a straight shank, an eye 
large enough to take a split ring, 
and of course he would like 
something with good steel, a 
sharp point and good barb. This 
type hook is available in number 
8 and 10 size, but most of these 
veteran fishermen buy a two or 
three years’ supply when they 
find a store that has been be- 
cause of past difficulty in locat- 
ing a source of supply. 

Manufacturers of almost every 
size, both large and small, spend 
untold sums of money and a tre- 
mendous amount of time and ef- 
fort each year calling attention 
to the desirable features of their 
particular merchandise. By read- 
ing their advertising, their liter- 
ature, and by talking to dealer 
salesmen and manufacturers 
representatives, sales people at 
the retail level can get much of 
the ammunition needed to do a 
creative job of selling. 


Many Sportsmen are Rank Amateurs 


Too often retailers and their 
sales people feel that their sport- 
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You will be the “king of the wild 
frontier” when you bring home this 
real Davy Crockett Tepee Tent... 
the kids will really go for it! It's a 
five sided tepee tent with a ground 
perimeter of 17 feet and stands 57 


inches high. The fabulous Davy 
Crockett riding in a_ picturesque 
woodland scene is illustrated in three 
colors on yellow canvas. And the tent 
comes complete, ready to set up. Act 
now and the tent is yours free... 
















HERE’S ALL YOU DO! 


Order early and the tent is yours... Write in name of Wholesaler you want 
It's as simple as that! Use attached to ship your order. Offer expires March 
coupon to order 2 dozen or more Eagle 31, 1956 so place your order now and 
Water Bags or an Eagle Display Unit. 


$5.95 VALUE! 





get your free tent! 





I’’s A GIFT FROM 





WATER BAGS <eo : 
FOR THE TOURIST MARKET 


eS ee a eS 
H. WENZEL TENT & DUCK CO., 1035 Paul Street, St. Lovis 4, Missouri 










AND FOR YOUR O.K. I'll order 2 dozen or more Eagle Water Bags now . . . send me one Davy 
TOURIST TRADE... Crockett Tepee Tent Free as described above. Have my Wholesaler send me: 


‘ q |. TRAVELER MODE 13. . 
order the Eagle a doz. 2 Gol. TRAVELE ODEL @$13.50 per doz. if state 


‘ 7 . name bags ore wanted list state __ 
Unit . . . the display is doz. 2 Gal. EAGLE BRAND MODEL @$12.65 per doz. 
free you pay only for 


One Eagle Water Bag Display Unit (3 doz. Traveler Water 
the water bags. Eagle Bags @ $13.50 per doz.) — $40.50. If state name bags are 
Display Unit consists of 


wanted list state 
3 doz. Eagle Traveler 
Water Bags with or 
without State Name 
Design printing. 


Name 
Store Name 
Address 
City 








cain Sileadepaabities tid : _State 








My Wholesaler is 


For Details Circle 44 on INQUIRY CARD 
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ing goods customers know as 
much about sports gear as they 
themselves know, and conse- 
quently they are inclined to let 
the customer choose gear that is 
not suitable for the intended 
purpose. A few hours spent on 
a stream or the nearest spot 
where fishermen are in sufficient 
numbers for a comparison of 
their gear is sufficient to prove 
the point that most fishermen 
are not as well informed or so 
well versed in the art of angling. 
With all of the fishermen an- 
gling for the same species, you 
will find a representative cross 
section of every kind of bait and 
lure in existence, every kind of 
mismatched pole and reel, and 
some rather weird rigging of 
gear. Few of these fishermen 
know how to handle the gear 
they have, and many of them are 
convinced that the only thing the 
fish are feeding on is each other. 


The license figures released by 
the various state Departments 
of Fish and Game, indicates by 
the increase in numbers that 
many persons take up fishing 
each year. The vast majority of 
your angling customers would 
be better customers if they had 
more success each time they 
went afield for fish and game. 
Their lack of success is not due 
to fished-out waters, or the 
dozens of other excuses that are 
bandied about, but due to lack 
of proper gear and insufficient 
understanding of the art of fish- 
ing. 


Where is the best place for 
this fisherman, who has been 
plunking some of his dollars 
down on your counter, to turn 
for this help and information? 
You, his dealer, have the most 
to gain by making him a more 
successful fisherman and a more 
active one because of his suc- 
cess. 

When outfitting a fishing cus- 
tomer try to upgrade the sale. 
He will thank you for it later 
when he discovers the extra fea- 
tures in the more expensive 
gear. 
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Take Advantage of information 
Supplied By State 


The various state Depart- 
ments of Fish and Game issue 
weekly and monthly bulletins 
designed to keep the public in- 
formed on the activities of the 
department and on the fish and 
game conditions within their 
state. Inform your customers of 
the services offered by your 
state’s department of fish and 
game. Keep abreast of the ser- 
vices offered and when a new 
map becomes available pass this 


information on to your cus- - 


tomers. This is creative selling. 
This is selling your store and the 
services of the fish and game de- 
partment. 


A good example of the kind 
of information you can get to 
pass on to your customers is the 
information on fish planting in 
your area. According to figures 
released in a news release by the 
California State Department of 
Fish and Game for the past fis- 
cal year, 7,599,428 catchable- 
sized trout were planted. In ad- 
dition to this 10,294,133 finger- 
lings were also planted. 


Information such as this can 
be very useful as a subject of 
conversation while a customer is 
looking over a new reel or fish- 
ing pole. 


The casual remark that next 
year should be a banner year for 
the fishing clan because of the 
millions of fingerlings planted in 
a given territory, could in many 
instances be the deciding factor 
in making up the mind of a cus- 
tomer who was undecided about 
purchasing the pole or reel he 
was holding in his hand at the 
time. 


Quite often a casual remark 
about the trout planting pro- 
gram, an explanation of a seem- 
ingly obvious product feature, 
as well as tips designed to in- 
form and educate the customer 
regarding the art of angling, 
will turn the trick and cause a 
customer to say “I'll take it,” 
instead of the often heard re- 
sponse, “I’m just looking.” 





SPORTS SHORTS 


American © 
Hall of 
Fame 





Ralph Ware, late secretary and 
treasurer of Chicago Roller Skate 
Company, has been elected to roller 
skating’s all-time All-American Hall 
of Fame. Mr. Ware, who joined the 
firm in 1906, devoted four decades 
until his death in 1945 to the develop- 
ment, production and marketing of 
advanced skates at fair prices. 


JOINS WESTERN FISHING LINE 
COMPANY—James R. Gardner, Los 
Angeles business consultant, has been 
engaged by Western Fishing Line 
Company, of Glendale, Calif., to direct 
marketing, sales and advertising. 


SAN FRANCISCO SPORTS SHOW— 
The San Francisco National Sports 
and Boat Show will be held March 2 
through 11 at the San Francisco Civic 
Auditorium. Sporting goods, hard- 
ware and marine dealers, as well as 
100,000 consumers from the 11 West- 
ern States are expected to attend this 
huge outdoormen’s exposition. 


EXPANDS PLANT — Plans for the 
immediate expansion of the manufac- 
turing plant of the Hirsch-Weis Can- 
vas Products division of White Stag 
Manufacturing Company, Portland, 
has been announced. The expansion 
will nearly double capacity of com- 
pany’s plant, where sleeping bags, 
tents, tarpaulins and camping equip- 
ment is produced. 


CROSMAN NAMES REPRESEN- 
TATIVE FIRM — McCune - Merifield 
Company, with offices in San Fran- 
cisco, Los Angeles, Seattle and Salt 
Lake City, have been named as rep- 
resentatives for Crosman Arms Co., 
Inc. The territories the firm covers 
includes California, Washington, Ore- 
gon, Montana, Idaho, Wyoming, Colo- 
rado, Utah, Nevada, Arizona, and New 
Mexico. Also, a southwestern portion 
of Texas and the four Western prov- 
inces of Canada. 


COLT SOLD—The business and assets 
of Colt’s Manufacturing Company has 
been purchased by The Penn-Texas 
Corporation. 
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“TO PUT NEW LIFE INTO 
IMPULSE SALES | 


* Designed to sell itself. 
* Product completely enclosed in transparent bubble. 
* Attractive 2 color card tells sales story of each item. 


* Keeps merchandise clean but completely visible. 


Here are the Products you can have in the New VU-PAC 


No. 227 %” Re-Usable coupling No. 84 Gooseneck Hose Swivel 

No. 226 .',” Re-Usable coupling No. 74 Quick-Tite Coupler 

No. 226 ',” Re-Usable coupling No. 53 Garden Hose Siamese 

No. 234 .',” Re-Usable Mender No. 66 Flo-Filter Hose Washer Screen 
No. 234 1,” Re-Usable Mender No. 90 Faucet Connection 


H. B. SHERMAN MANUFACTURING CO. Battle Creek, Mich. 


The only complete line of lawn hose goods 
For Details Circle 45 on INQUIRY CARD 
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AN EMPTY PING PONG TABLE is one of the main 
things that announces the sporting goods section at 
Chambers Hardware 17647 S. Lakewood Avenue, Bell- 
flower, California. Instead of placing sporting goods mer- 
chandise “just any old place” like many dealers do, owner 
Dean M. Chambers has created this attractive display, 
with the Ping Pong table setting out in front where cus- 
tomers can’t help from seeing it. Department manager 


Wayne Strain has this to say regarding the table, “I never A Bonanza for Tackle Dealers! 
load it with merchandise. For if this was done, it would 


then look like a display table. The idea is to keep it a | Faek HELIN TACKLE COMPANY 
Ping Pong table, so hardware customers will be sure to | ELEISU 4099 Beaufait Betroit 7, Mich. 
notice it.” And according to Mr. Strain they do. In fact it 
is bringing its own customers, many who have become 
good customers in other departments of the store. 


OVER 
17,000,000 {| 
SOLD 


20 Sizes 
26 Colors 

















For Details Circle 299 on INQUIRY CARD 











The Complete Line. 


14 colorful models to fit every 
family purse! And every fam- 
ily is a customer—so South 
Bend’s variety helps you sell 
all requirements! 


Go the profit way - 
BEND CROQUET 


with 


SOUTH 


Every family is a customer for SOUTH BEND CROQUET 


America’s Family Game is more popular than ever—Subur- 
ban living with more and larger lawns—Greater interest in 
family recreation — Increasing entertainment at home! 





$ CO Uf fk. 





B END 


The Quality Line. 


Boasts 8 outstanding features: 
Grooved and Knurled Balls; 
Automatic Arch; Triple-Grip 
Handles; Rubber-Tip Mallets 
with Modern Design Heads; 
Rock Maple, twice seasoned, 
twice varnished in gay, deco- 
rator colors. 





The Easy-Selling Line. 







Priced right with pocket-book 
appeal! Dress your floor and 
dress your sales with these 
colorful South Bend Croquet 
sets, Catch the eye of Dad, 
Mom, Sis and Brother! 


Write For 1956 Catalog. 
Contact your Jobber or Sales Representative. 


SALES REPRESENTATIVES 
East — Julius Levenson, 7 East 17th St., New York City 
Midwest — South Bend Toy Mfg. Co., South Bend, indiana 


South — Lovis Williams & Company, 3rd Notional Bank Building, 
Nashville, Tenn. 


Denver & Pacific N.W.—Leo Scherrer, 2840 West 93rd Street, 
Seattle 7, Wash. 


Calif, & S. W.— Anderson Sales Company, 2330 West Third Street, 
los Angeles 57, Calif. 


For Details Circle 300 on INQUIRY CARD 
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2 New Models 


Hayes Spray Guns 


»»» THEY HELP 

YOU CASH IN 
ON A BROADER 

MARKET 


Designed for budget-minded 
gardeners, these new, precision- 
built-models are selling fast! 


The minute you sell a Hayes 
Spray Gun, the buyer 
immediately needs garden 
chemicals—so you make another 
quick, extra profit. Besides, 

you then have a customer for 
“repeat sales” of spray materials 
and other garden items. 

Hayes Spray Guns are worth 
more because they miz, 
proportion and apply spray 
materials more efficiently than 
any other method of application! 
This is why there’s an “OK'd” 
tag on every Hayes sprayer, 
listing the leading manufacturers 
of garden chemicals who 

have tested* and approved 
Hayes Spray Guns for 

use with their products. 

Hayes offers the most complete 
line of garden hose sprayers 

on the market—models for every 
spraying need. 


Hayes-Ette — 
New 1% gallon 
sprayer. Thumb- 
touch control 
orifice. 


ey >) 


Hayes 1/2—New 
1% gallon 
sprayer with 
wide mouth jar 
for ease in fill- 
ing. Thumb- 
touch control 
orifice. 


ne 


Order today from your nearest jobber! 


HAYES SPRAY GUN COMPANY 


78 N SAN GABRIEL BLVD PASADENA 8 ALIF 
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FLOATING tele- 
scopic landing 
nets, in three 
sizes, 14, 16 and 
18-inch diame- 
ters, are made of 
aluminum for 
lightness, yet are 
sturdily con- 
structed. Com- 
plete telescoping 
features makes 
them easy to 
earry and store 
with no loose net 
exposed. — Rich- 
ardson Rod & 
Reel Company. 


For Details Circle 275 
on INQUIRY CARD 
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NEWEST ANS- 
WER to an all- 
purpose spinning 
reel is the Lang- 
ley Spindrift 
Model 860, de- 
signed for light 
surf, inland or 
blue water fish- 
ing. Weighs only 
14 oz. — Langley 
Corp. 


For Details Circle 277 
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ASSORTMENT 
of furnished lines 
designed especial- 
ly for pan fish 
and bass has been 
announced by 
Ideal. Of the 12 
floats, six are 
enameled and six 
are plain, and 
each features 20 
feet of approxi- 
mately 10 Ib. text 
monofilament line 
and a #6 hook. 
—AIdeal Fishing 
Float Co., Inc. 


For Details Circle 276 
on INQUIRY CARD 





BEGINNERS as 
well as experi- 
enced campers 
will like the com- 
pactness, light- 
ness, strength, 
and safety of the 
Enders camp 
stoves. Unit folds 
in compact unit 
for carrying. — 
Gloys Import 
Company, Inc. 


For Details Circle 278 
on INQUIRY CARD 
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breaking all records... 
‘DAISY EAGLE 


: with 2X SCOPE MOUNTED 
Y \, 
\ This new No. 98 Daisy Eagle is already breaking sales 
oy records—and why not? It’s loaded with sales features 
young shooters want: (1) expensive high-powered hunting 
rifle appearance; (2) new Daisy Bulls Eye 2-Power Scope 
factory-mounted; (3) ramp-style front sight, combination 
peep-and-open rear; (4) full ovalled, decorated stock and 
extra-long forepiece—both resembling the polished 
“natural mesquite” color of custom-made rifles; 
) golden-decorated jacket, barrel; 
6) sling of heavy top grain leather. An 850- 
shot repeater 37 inches long. 


That’s a lot for only $12.95 
retail and that’s why it’s your 
big new profit-maker! 


“d, 
Breaking All 


Records... 
THE FIRST AND ONLY 


REAL SCOPE 
FOR DAISY AIR RIFLES! 





Sells to new and present Daisy owners. Identical in 
appearance with expensive hunting scopes. Features: 
new-type 4-lens system; 2X (2-power) magnification; 
cross-hairs adjustable for windage, elevation; de- 
tachable. Universal mount also adjustable. Length: 


11 inches. Fits old and new Daisy Air Rifles.$ 9 7 
No. 303 in carton with Scope Book, retails. 3 8 . 2X SCOPE 


NEW DAISY RETAIL PRICES 
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No. 25 DAISY 
PUMP GUN........ 
,' - NO. ‘Z 












95 


No. 94 DAISY a 
RED RYDER CARBINE 28° GIANT 
ADVERTISING 
PROGRAM... RETAIL 


No. 80 DAISY Me 
LONG RIFLE....... Daisy’s full color 

page national ad- 
vertisements featur- 

ing Nos. 98 and 303 
(sub-featuring Nos. 25, 

94 and sensational ‘‘960”’ 
Super Play Rifle—harm- 
less) appear April, May, 

June in 34 million comic 
books. Cash in—stock, dis- 
play now! 


COMPLETE WITH 

real Scope, Mounted 
~2 Lens-Guard 
Caps—Leather BB 
Loader—2 BB 
Packs — Scope 
Instruction 
Book. 
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No. 75 eae 
DAISY SCOUT..... 








No. 102 
DAISY CuB........ 95° 






participant © 
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No. 960 DAISY PARTICIPANT 
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AUTOMATIC WEST COAST: irha 
SMOKER. ...650046 59:89 mene _—enme HARDWARE 
WEEK 
No. 502 Daisy APRIL 12-21 cS ; 
Red Ryder Bullseye Bullseye Prices Higher 








"56 SPRING 
SPORTS FESTIVAL 


BB Refill Pack in Canada 


6c 


DAISY AIR RIFLES 


BB Shot Tube 
2 Tubes for 15¢ 






BB Shot Tube 


No. 700 DAISY : No. 5 Daisy 
@2 Tubes for 25¢ 
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Bassick 
CASTERS: 


Sell'em to men... 


There’s more than one place in your 
store Bassick glides and casters can 
make money for you. 

They'll sell in hardware, of course 
—mostly to men. But they'll sell just as 
well in housewares—because women 
today have an eye peeled for casters, 
too. The trick is to show Bassicks in 
both places and remind your custom- 
ers you carry the best-advertised, best- 
selling caster on the market. 

That’s where Bassick’s HD-10 dem- 
onstrator-display comes in handy. It 
practically does the selling for you. 
But if you’ve only got one Bassick 
demonstrator right now, better call 
your jobber and order a second for 
the distaff side of your store. And a 
third for your window, too. 

It never hurts—especially in this era 
of quick-service—to let people know 
you're selling what they’re looking for. 
THE BASSICK COMPANY, Bridgeport 
2, Conn. In Canada: 
Belleville, Ont. 


MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE Mn) 
For Details Circle 51 on INQUIRY CARD 
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NEW OIL, Lubriplate 2-C Outboard 
Motor Oil, formudated specifically for 
use in two-cycle engines that are lu- 
bricated by mixing motor oil with 
gasoline has been announced. Spe- 
cially processed to burn completely, 
thus minimizing carbon deposits on 
spark plugs ensuring faster, surer 
starts.—Fiske Brothers Refining Co. 
For Details Circle 279 on INQUIRY CARD 





WONDERSPIN FOR 1956 is a 200 
yard capacity model for light salt 
water or heavy fresh water fishing. 
An outstanding feature is absence of 
pickup bail or wire. Release and re- 
trieve of line is controlled by manip- 
ulation of crank.—Shakespeare Com- 
pany. 
For Details Circle 280 on INQUIRY CARD 





LOW COST Hy-Score Pellet Rifle, 
model 805 lists at $9.95, yet retains 
the precision and accuracy of other 
Hy-Score models. Barrel is smooth, 
bored for .177 caliber, with overall 
length of 33” and weight of three 
pounds. Adjustable rear sight.—Hy- 
Score Arms Corporation. 
For Details Circle 281 on INQUIRY CARD 


SPORTS NEW PRODUCTS 
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EXACT AMOUNT OF LINE to fill 
fixed-spool reels is now available in 
Newton’s Fitzit Pak. Fisherman 
chooses his test and clerk can hand 
him right spool, saving time and elim- 
inating wastage due to broken spools. 
—Newton Line Company. 

For Details Circle 282 on INQUIRY CARD 





TACKLE-TOTIN’ IS MADE EASY 
with spillproof Spin Easy spinning 
reel box that keeps all lures and equip- 
ment in their proper place. Box has 
28 compartments and lid features 
hook-n-leader stretcher, spring clip 
for license, and room for raincoat, hat, 
gloves and smoking accessories. Can- 
tilever trays assure 100% utility. — 
Liberty Steel Chest Corp. 
For Details Circle 283 on INQUIRY CARD 





VARMAC ASSORTMENT of guides 
and tip tops are now supplied in clear 
plastic boxes that provide a prestige 
setting which enhances the display. 
Each compartment marked with size 
and list price of item it contains. 
Prices of assortment remain un- 
changed.—Varmac Manufacturing Co. 
For Details Circle 284 on INQUIRY CARD 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE NUMBER 


1956 CATALOG, new 60-page, 3- 
color M-D catalog featuring full de- 
scriptions and illustrations of popular 
M-D weatherstrips, calking and glaz- 
ing compounds, moulding and trim, 
screen door grilles, binding and edg- 
ing, sliding door hardware and alu- 
minum levels has just been issued by 
the Macklanburg - Duncan Company. 
Alphabetically indexed for quick, easy 
reference catalog thoroughly describes 
and illustrates each product as to its 
use, size, finish, packaging, and ship- 
ping information. For the benefit and 
use of M-D dealers, sales promotion 
helps and advertising material are 
listed. 

For Details Circle 200 on INQUIRY CARD 


SOUTHERN SCREW BOOKLET, 
just released by the Southern Screw 
Company is well-illustrated, showing 
Southern’s new plant, its exterior, 
products, packing containers and la- 
bels. Beginning of booklet was when 
“Southern” was just a dream and car- 
ries through to the present day reality 
of a completely new and modern plant 
covering 240,000 square feet. 

For Details Circle 201 on INQUIRY CARD 


SEAL-KOTE THE LIQUID PLAS- 
TIC, new catalog page is profusely il- 
lustrated with action photos and line 
sketches, recommending “Seal-Kote” 
for a wide range of applications 
around homes, farms and industry. 
It is resistant to oil, grease, fats, 
fumes and mild industrial acids. Seal- 
Kote can be applied with brush, roller 
or spray gun, and it is said to dry in 
one to two hours. Bulletin is now 
available from The Wooster Sealkote 
Company. 

For Details Circle 202 on INQUIRY CARD 
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ON INQUIRY CARD PAGE 100 


HISTORICAL RECORD of Norris- 
Thermador Corporation is presented 
in the 25th Anniversary issue of the 
Norris News. It is the story of Norris- 
Thermador Corporation and of the 
people who built it from modest be- 
ginnings to national stature in the 
brief span of 25 years. 

For Details Circle 203 on INQUIRY CARD 


EPCO BUILDERS HARDWARE 
SPECIALTIES CATALOG NO. 18 
introduces its retail price list on E-Z 
Glide Track, Magna-Tite, Snug Tite 
Catches, E-Z Roll, Screen Master, Up- 
per T Guide, Decorator Knobs, and 
cabinet framing is available from the 
Engineered Products Company. 

For Details Circle 204 on INQUIRY CARD 
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WYOMING HARDWARE COMPANY 
has completed publication of 525-page 
catalog for distribution to their deal- 
ers. Prices shown in catalog are sug- 
gested retail, enabling dealers to use 
it in working with their customers 
without revealing confidential cost in- 
formation. A separate dealer net price 
list is being issued. 
For Details Circle 205 on INQUIRY CARD 


“I WANT TO KNOW ABOUT THE 
ELECTRIC INDUSTRY,” answers 28 
questions that are frequently asked 
concerning various aspects of the elec- 
tric industry, ranging from “How 
Does the U. S. Rank in World Produc- 
tion of Electricity?” to “How Does 
Sales Turnover Compare with Invest- 
ment?” Diseussed are uses of elec- 
tricity in the home, on the farm, and 
in industry, plus subjects on source 
and disposal of revenues, fuel con- 
sumption, steam plant generation com- 
pared with water power, and owner- 
ship trends in new generating instal- 
lations. Booklet is available from Edi- 
son Electric Institute. 

For Details Circle 206 on INQUIRY CARD 


ACCESSORIES FOR YOUNGS- 
TOWN STEEL KITCHENS, is an 8% 
x 11 in. catalog sheet of 27 different 
items which the firm’s distributors 
handle. Accessory items that are il- 
lustrated include wall cabinet flour 
and sugar bins; cup, plate and towel 
racks; drain baskets; paper dispens- 
ers; mirrors; condiment shelves; wall 
cabinet lights; can openers; and food 
choppers. Catalog sheet is offered by 
Mullins Manufacturing Corporation. 

For Details Circle 207 on INQUIRY CARD 


ENTIRE LINE of Bestt, rollers, 
trays and painting aids are covered 
in new 12-page catalog announced by 
Bestt Roller, Ine. Catalog contains 
valuable suggestions on the proper 
roller to recommend for specific jobs. 

For Details Circle 208 on INQUIRY CARD 








Every home 


a market - 
with a 
sale for 

every room! 
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and BUN WARMER 


Improved model of America’s best selling 
top-of-stove oven and bun warmer. Bakes 1 
to 6 potatoes, browns rolls, heats frozen foods, 
warms buns on one burner—all with only 
1/12th the heat of stove oven. Sparkling 
chrome with cool Bakelite handle and cover 
knob. 814” dia. Also, Model 8592 with 714” 
Utility Pan for baking juicy apples and 










A strikingly handsome, high quality appliance 
with irresistible gift appeal. Big family-size 
broiler at amazingly low price . . . ideal for use 
in kitchen or at the table. Radiant heat from 
long-lasting coils broils delicious steaks, 
chops, seafood, hamburgers, hot dogs, etc. in 
minutes. Comes apart simply for easy clean- 
ing. UL-listed. Recipe booklet included 


No. 8970 custards. Both attractively gift boxed. 
LECTRIC h " | 
BROILER ——_— 


Colorfully gift boxed. 
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wring and Uune Bride’ Gift Solec{ 


or write direct for catalog and prices. 


No. 9910 


Modern gleaming chrome cake cover on 
sparkling 1244” footed decorated glass plate. 
Keeps cakes oven fresh and moist for days. 
Fastest-selling Everedy product! Also avail- 
able in 1114” Kake-Saver, Jr. (No. 9905) with 
swirl-chrome cover and 1144” Serv-it-all 
(No. 9915). All models attractively packaged 
in lavender and white gift boxes. 


*T. M. Reg. App. for 
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FREE LITERATURE 





“GIANT PHOTOMURAL DIS- 
PLAY,” bulletin issued by the Rock- 
well Manufacturing Company, illus- 
trates a series of “giant” dramatic ac- 
tion photomural for “dressing up” 
power tool window displays and 
“turning bare walls into creative, 
hard hitting salesmen.” Bulletin in- 
cludes sketches on showing how the 
murals may be used for display pur- 


poses, etc. 


For Details Circle 209 on INQUIRY CARD 


“ALL’S WELL THAT’S IN WELL,” 
illustrates in 20 pages 14 principal 
mechanical and electrical “do’s and 
dont’s” to help installers achieve de- 
pendable performance in submersible 
pump installations. Booklet is based 
on service history from thousands of 
installations and is available from the 
Franklin Electric Co., Inc. 

For Details Circle 210 on INQUIRY CARD 


POCKET SIZE MANUAL, an easy 
instruction manual on installation of 
new Miraplas Wall Panel, gives pre- 
cise step-by-step instructions with ac- 
companying illustrations for mechan- 


| ies. Manual stresses use of genuine 


Miraplas Wall Panel, Miraplas Wall 
Panel Mastic and Miraplas-approved 
trowel. Copies available from Miraplas 
Tile Company. 

For Details Circle 211 on INQUIRY CARD 


TECHNICAL MANUAL available 
from The Colorado Fuel & Iron Cor- 
poration presents technical descrip- 
tion of CF&I lectro-clad nickel-plated 
products covering manufacturing tech- 
niques and fabrication procedures, in- 
cluding forming, welding, cleaning, 


handling and testing methods. 


For Details Circle 212 on INQUIRY CARD 


“BEHIND THE SCENES,” is an 
illustrated, colorful 24-page brochure 
complete with a description of mod- 
ern manufacturing facilities of Tool- 


| kraft Corporation. Brochure is offered 
| by the Toolkraft Corporation. 


For Details Circle 213 on INQUIRY CARD 


CATALOG 32, in 63 pages describes 
and illustrates The Mall Tool Com- 


| pany’s complete line of portable gaso- 


line engine tools. Data and full de- 
tails are given on the versatile line of 
“MG” chain saws, generators, land 
clearance saws, pumps, earth and 


| wood augers, etc. Included in catalog 


is information on electric and pneu- 


| matic chain saws. 


For Details Circle 214 on INQUIRY CARD 


SUPER VACO CATALOG, new 
1956 edition containing 40 multi-col- 
ored pages teeming with striking il- 
lustrations, covering complete Vaco 
lines including screwdrivers, nut driv- 
ers, wood chisels, pliers, kits, and 
specialty tools, has just been issued 
by Vaco Products Company. 

For Details Circle 215 on INQUIRY CARD 
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FREE LITERATURE 





CATALOG NO. 60, presents hun- 
dreds of new types and sizes of money- 
making equipment for poultry and 
pork producers and the latest time 
and labor-saving devices for the ulti- 
mate benefit of poultry and hog rais- 
ers. New 52-page catalog is avail- 
able from The Oakes Manufacturing 
Co., Ine. 

For Details Circle 216 on INQUIRY CARD 


“GUIDE TO BETTER PAINT SPE- 
CIFICATIONS,” manual developed 
for architects, engineers, designers, 
and contractors, covers the most fre- 
quently used paint products, their 
functions, and application techniques. 
Guide describes facts, figures, and fine 
points about paints, and may be ob- 
tained from the Martin-Senour Com- 
pany. 

For Details Circle 217 on INQUIRY CARD 


“TAPE IT WITH BEHR-CAT”, bro- 
chure offered by Behr-Manning de- 
scribes and illustrates in 25 pages 
the many household and industrial 
uses of its complete line of pressure 
sensitive tapes. Contains helpful tips 
to householders on use of various 
types of freezer, masking, strapping 
and electrical tapes. Properties, 
specifications and application data are 
included for benefit of user. 
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“LOCK FASHIONS” BROCHURE, 
a full-color, 12-page brochure offered 
by Schlage Lock Company, introduces 
firm’s new “color-accent” locks, and 
illustrates possible background paint 
colors, fabrics and wallpapers for use 
with various types of locks. Locks 
for every purpose throughout the 
home, as well as proper lock selection 
and correct placement of locks, are 
fully covered. 
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Almost time 
for puttin@-up 
dgain ! 


coe Stack 


Home Bottle 
Cappers! 


FRUIT JY 



















OTHER BEVERAG 


i\ No. 250 CLIMAX 


Popular priced model—all-steel constructio 
red finish! This is the model that brought bott 
home and has been a volume leader ever since. I 
—caps easily and quickly—adjustable to bot 
Rounded metal handle springs back to position afté 
ing bottle. Lasts for years of hard use. Packaged one 
to carton with display card. 



























No. 150 GEAR TOP CAPPER 


Sturdy U-Beam steel post for utmost strength—heavy gear-type 
operation. The biggest value in the field—a real deluxe item 
Equipped with cap holding “Double Seal” throat that eliminates 
cap balancing. Crimps sides and depresses top for sure closure. 
Adjusts easily to bottle size. Heavy non-tilt base. Comfortable 
wood handle. Packaged one-half dozen 
to carton with display card. 


USE FREE DISPLAY CARD TO 


catch ém on the way by / 


Handy two-color card can be used 
standing with capper, or on windows or 
doors to make sure these popular sea- 
sonal items are seen. 


A714") 


THE EVEREDY CO. © FREDERICK, MD. 


Mokere of Chrome Kitchen Utensils 


PHONE YOUR JOBBER 


AMAZING! 


NEW! | G/amorene 
Liquid 


RUG and 
UPHOLSTERY 
CLEANER 


specially 

formulated 

to clean: 

RAYON 
VISCOSE 
NYLON 
WOOL-BLENDS 
COTTON 





Contaet your local Safer RIGHT NOW or write to: 
GLAWORENE INC., 276 PARK AVE., NEW YORK 17, N. Y. 


famou iain Wool Cleaner, the INSTANT DRY-CLEANER f 
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| SHEARS YOU CAN ADJUST! 


2] 3 Be) <= 


KLEENCUT 


with 


g MICRO-TENSION ADJUSTMENT 


Women everywhere who have tried Deluxe Kleencut 
Shears say, “They're wonderful! | can set my 
shears any time with a penny so they always feel 
just right!” 

It's a fact—whether they cut filmy silk or rugged 
corduroy, DELUXE KLEENCUT SHEARS with Micro- 
Tension Adjustment always trim neater and more 
comfortably—and—no more loose, sloppy blades! 
But Micro-Tension adjustment is only one reason 
why women like DELUXE KLEENCUT SHEARS. Look 
at these others: 

1. Beautiful high lustre nickel finish. . . 
2. Down-to-earth low prices. 

3. Double guaranteed quality. 
4, Handsome, up-to-date styling. 










* Somretined by *¥ = 
Good Mousshsoping pe 


DELUXE KLEENCUT DEAL 























» 


Retail Ea. via : 
S Retail Ea. BARBER SHEARS ‘ike! Plated...$1.98 You Il like the DELUXE KLEENCUT line, too, because 
STRAIGHT. TRIMMERS  Weim's1.98 965 742” Fully it’s backed by National Advertising, Smart Mer- 
2c 7 Fully Niche) iated....$2-25 SEWING & EMBROIDERY SCISSORS chandising — and — you're sure of a BIG PROFIT! 


112C 8” Fully ieS....-$1- lated) 
gc & Enamel andes "Sy 39 Faly Mickel Po 
3 8” — Had leS...v0---$1.6 = 5” Sharp Points... ine 


6” Sharp Points... 
ry ely Ni Nickel Plated... nae a 7¥2” Pinking Shear. 


Don’t pass up a sure-fire money maker — Order 
Deluxe Kleencut Shears Now! 


See your jobber or write 


















ania $ 
35¢ 8” Enameled Handic® EIGHT PAIRS IN ALL. THE ACME SHEAR COMPANY 
1 FOUR PAIRS OF ee en YOUR PROFIT $37.34 ; 
your co v 










SELLING PRICE $93.36 
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HOME HANDYMAN as well as trade 
craftsmen will find the Ralston self- 
centering punch a handy item. Taper- 
ed guide tip assures perfect contering 
in both straight and countersunk 
holes from 44” to 15/32” in diameter. 
—Ralston Manufacturing Co. 
For Details Circle 153 on INQUIRY CARD 


COLOR TO COMPLEMENT TO- 
DAY’S DECOR is offered in Maggie 
Magnetic line of bulletin boards. Pink, 
grey or turquoise boards with mag- 
netic pencil and memo pad make a 
perfect communication center for the 
entire family —Maggie Magnetic, Inc. 
For Details Circle 154 on INQUIRY CARD 
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ee. te FE ee a 
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NON-SLIPPING, self-locking device 
that expands or contracts to fit any 
size pot or can, is one of the unique 
features of Acme’s aluminum pot 
strainer. Holds pans firmly, leaving 
both hands free for pouring.—Acme 
Metal Goods Mfg. Co. 

For Details Circle 155 on INQUIRY CARD 
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EASY TO INSTALL L.O.F. Home In- 
sulation has tabs extending beyond 
edges for quick nailing or stapling, 
and only one workman can insulate a 
home completely with the new product. 
Made of light density, fine glass fibers 
having an aluminum reflective vapor 
barrier on one side. Available in three 
thickness, Standard, medium and full- 
thick.—L.0.F. Glass Fibers Company. 
For Details Circle 156 on INQUIRY CARD 


ADDITION of two new models to 
Hayes line of garden hose sprayers 
are the Hayes-Ette, 14% gallon spray- 
er, and a 1% gallon sprayer with 
wide-mouth jar for easy filling. Both 
models have thumb-touch control ori- 
fices—The Hayes Spray Gun Com- 
pany. 
For Details Circle 157 on INQUIRY CARD 


LATEST ADDITION to Maynard’s 
line of housewares is a flour sifter 
with “easy-squeeze” action. Tapered 
bottom permits sifting into cup or 
small bowls without spilling flour. 
Wide range of colors include Tur- 
quoise and Yellow, Pink and White, 
Red and White, and all White.—May- 
nard Mfg. Co. 
For Details Circle 158 on INQUIRY CARD 


HARMONIOUS treatment of tur- 
quoise enamel with brilliant chrome 
embellishments highlight Masterware 
Kitchenware. Wastebasket shown is all 
metal with heavy chrome strip deco- 
ration. Other items are bread-boxes, 
canisters and step-on cans.—Master 
Metal Products, Inc. 
For Details Circle 159 on INQUIRY CARD 


TWO SERIES of Yale sliding door 
hardware has been announced. The 
“Costsaver” group is for use on door 
of 75 pounds maximum weight, and a 
“Deluxe” grouped for maximum 
weight of 100 pounds.—The Yale & 
Towne Manufacturing Company. 
For Details Circle 160 on INQUIRY CARD 


SAFETY FEATURES, an extra rear 
guard bar, steel all-around skirt cov- 
ers, safety blade mounting that per- 
mits blade to slip, then re-engage 
after hitting obstruction, highlight 
Bolen’s line of rotary power mowers. 
—Food Machinery and Chemical Corp. 
For Details Circle 161 on INQUIRY CARD 
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20) AN SONS Ay SEES 





Line up sales with 


the line that selis... 
SRR 


QUAKER 
PIONEER 


GARDEN HOSE 




















It pays off in a big way to 
stock this line, It’s the complete line 
of rubber and plastic lawn hose in a 
‘variety that meets every customer con- 
cept of quality—yet satisfies even the most 
price-conscious householder. Attractively — 
packaged for ready, convenient display, and 
available with helpful free sales aids. 








DO-IT-YOURSELF KIT 


An excellent profit maker! This kit enables any house- 
holder to install his own permanent underground sprinkler 
system easily—and at a price he can afford. 





SOIL SOAKERS 


Steady sellers! Green opaque plastic 
hoses soak at low pressure, spray upward at 
high pressure, and won’t wash out new grass. 





QUAKER PIONEER RUBBER DIVISION 
H. K. PORTER COMPANY, INC. 
SAN FRANCISCO 7, CALIF. 


40 SNOISIAIO 


H. K. PORTER COMPANY, INC. 
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shown here: 
ROTOR CHIEF® Twenty 
Model 31R, 20” cut. 
Also made in a 
self-propelled, 
Model 32R 


Savage 18” ROTOR CHIEF® Eighteen Model 30R 


“Sta-Temp” blade. Ribbed steel deck. Adjust- 
able handle. Porous-bronze permanently 
lubricated wheel bearings. Side ejection. 

5 cutting heights. Mulcher included, no 

extra cost. Lightweight 4-cycle Briggs 

&. Stratton engine. Other models 

in this series include Model 38, 

low-priced 18” rotary with 2- 


electric, 3450 rpm motor, 


Savage 21” YARD CHIEF® Model 90R 


Chain and sprocket completely enclosed. 
“Sta-Temp” hardened blades. Grass guards. 
Sealed Timken bearings. Adjustable han- 
dle, with hill-climber hook. Easy cut- 
ting-height adjustments. Fingertip 

clutch and speed controls. Reel 

blades double-riveted to cut- 

ter heads for extra strength. 

Powered by 4-cycle Briggs 

& Stratton engine. Also avail- 

able in 18” Model 75R. 


— cycle Clinton engine, 1% 
. a hp; and Model 83E, 18” 


UL listed, 


THERE’S A SAVAGE MOWER TO SUIT EVERY CUSTOMER! 


FIVE ROTARIES: Model 32R (20” 2% hp self- TWO REEL TYPES: Model 9OR (21” 1.6 SEVEN HAND MOWERS: Mode! 60 
propelled); Model 31R (20 2% hp); Model 38 hp); and Model 75R 18” (16” & 18’); Model 55 (16” & 18”); 
(18” 2-cycle 1% hp); Model 30R (18” 1.6 hp); (Rope starter optional at slight saving on Model 45 (16); and Model 35 
& Model 83E (18” electric, 3450 rpm, UL listed). Models 31, 30, 90, 75.) (14” & 16”). 


TWO LAWN SWEEPERS: Model 25 ‘’Sweepaiawn” (24” & 30” widths). 
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TAYLOR CHAIN — 
MERCHANDISERS 


Speed Self-service | 





Sales!.... 





TAYLOR CHAIN SALES MAKER 













Customers step right up and serve 
themselves from this handy Taylor 
Chain Sales Maker. It’s a weldless, 
sash and bright chain department in itself. 
Holds seven reels. Occupies only two 
square feet of floor space. Put this 
self-service profit-maker to work in your 
stores and see what it will do for you! / 








BBB AND PROOF COIL CHAIN 
IN HANDY METAL TAY-PAILS 


Proof Coil and BBB Chain — the big 
volume items—sell even faster, easier and 
more profitably in these handy 






metal Tay-Pail containers. Tay- 
Pails make chain handling easier... create effective 











~s 
eee 
aa 









mass displays...induce customers to serve 
themselves. Tay-Pails, when empty, have many 
secondary uses around the home and farm. 


S. G. TAYLOR CHAIN CO., Hammond, Ind.; Pittsburgh, Pa. 


Taytor Mave 


A GREAT NAME IN 


e 
SINCE 1873 
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Contact your nearest 


jobber for all types of ... 
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HARDWARE WEEK SPECIALS 





TWO NEW SPECIALS featured for 
hardware week, include a pocket knife 
display and kitchen knife set. The 
pocket knife set is complete with 3- 
dozen Jack-Master pocket knives, six 
3-blade Kamp King knives, plus a 
variety of 2 blade jack knives, mid- 
gets and pen knives, all retailing at 
69¢ each. Gift boxed kitchen knives 
retail at $3.98 per set.—Imperial 
Knife Associated Companies, Inc. 


For Details Circle 171 on INQUIRY CARD 





SPRING SPECIAL is this popular 
Bernz-O-Matic single burner cook 
stove, complete with one propane gas 
cylinder plus an additional replace- 
ment cylinder all at a retail price of 
$10.95.—Otto Bernz Co., Inc. 
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SPECIALLY PRICED during hard- 
ware week, Disston’s hand saw is 
taper ground, bevel filed and polished, 
and features a maroon handle of 
Butyrate plastic. Made in 26” 8 and 
10 point patterns, comes complete 
with self selling display label. This 
regular $4.95 hand saw sells for $3.95, 
with full dealer mark-up.—H. K. 
Porter Company, Inc. 
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How to get a bigger share of 
history s biggest 
\\ roller skate 


sales 


\ 2. nL 


t's Beautifully CHROMED 
I's Fully AUTOMATIC... 


















- / / Pe \ \ ( ) 
j = 4 
Stock the line that meets / / [ ) 
every need—model-wise, </ 
price-wise. When you stock 
and sell Globe-Skates, you'll % 
never lose a customer because ae og 
they had “something else in " 
mind.” Globe offers a complete 
line with models ranging from 


It’s The NEW F727 is 
4 TO 8 CUP a 
Coffee-Maker 


NEW—Entirely new—from its long graceful spout to 
its rich gleaming chrome finish! It's light to handle! 





on —7 | wor 


safe, plainbearingskatesforbe- [Ee i Bt a Offering the most useful conveniences — the eye- 
ginners to speedy, ball bearing catching Signalite; the Flavor Control; and Fully 
models for advanced skaters. > oa Insulated Pump and Tube for forceful perking. 


Enticingly priced for volume sales. 


= oe ee ee ee ee eee eee ee ee 
i 





Displays build traffic, do “an, Wed | ee ee ee 


i ana pn Ve || The Empire “COFFEE-QUICKIE” 


... Brilliant new Globe roller iy ) 
2-CUP ELECTRIC PERCOLATOR 


skate packaging catches every Z = 
eye, gives you ideal material a tats at WITH SMART NEW STYLING 


: for sales-boosting window and 
floor displays. 











“A cup for two... or two for you.” 


P : For that quick cup of coffee ... thrifty!! 
To cash in on your big share of skyrocketing roller skate sales Ideal sit ; west 


sell G [ 0 RB £ | aasthi-apc te 
; Specialists 


<i > In Coffee Makers 
SKATES | oA For Over a Third 


| Housewares of Enchantmen?) of a Century 








MILWAUKEE 1, WISCONSIN | The METAL WARE Corporation 
Shipping Points | Merchandise Mort TWO RIVERS, WIS. 200 Fifth Ave. 
Milwaukee, Wis. ® Denville, N.J. © Los Angeles, Calif. | Giteng one vee 
For Details Circle 57 on INQUIRY CARD For Details Circle 58 on INQUIRY CARD 


MARCH 1956 91 

















One-Source Buying 
can lift Profits 
5% and More 





Heads-up hardware men everywhere 
are saving time and money — and 
gaining profits by ordering from 
one source — Atlas. You can do 
it, too. . . get tacks, nails, glazier 
points, rivets, glides — thousands of 
allied items — all with one order, 
one bill, one check to one whole- 
saler. Less paper work, uniform 
delivery, easier inventory. 

Atlas quality is known the world 
over. Ask your wholesaler to 
show you the complete Atlas line, 
and explain how you can increase 
profits 5% or more by concentrat- 
ing on one source of supply. 
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NEW PRODUCTS 








COLORFUL terry cloth apron, and 
fluffy Nylon dust mitt retailing at 
$1.39 and $1.79, are offered with the 
purchase of O-Cedar’s Nylon or cotton 
dust mops. Premiums will be widely 
promoted from March through June.— 
O-Cedar Corp. 
For Details Circle 174 on INQUIRY CARD 


Me 


PORTABLE, lightweight electric 
clothes dryer for home, apartment, 
ete., drys clothes quickly yet safely. 
Simple installation on wall or door 
with two wood screws or brackets. 
Comes complete with removable 
clothes pins. — California Metropoli- 
tan, Inc. 

For Details Circle 175 on INQUIRY CARD 





POPULAR priced, Sanvik Norseman 
saw features a lightweight pattern, 
high crown tooth line and straight 
back. Saws come individually packed 
in 10 point, cross cut in 20” length 
as a panel saw, and 8 & 10 point cross 
cuts in 26” length.—Sanvik Steel, Inc. 

For Details Circle 176 on INQUIRY CARD 





SIT-DOWN ironing table, model 80 
has sturdy, yet lightweight chrome 
legs which curve outward to allow 
70% more knee-room for easy sitdown 
ironing. Rolling wheels allow table 
to be rolled effortlessly forward and 
back. Offered in choice of colors. — 
Proctor Electric Company. 
For Details Circle 177 on INQUIRY CARD 





TRANSPARENT plastic patching ce- 
ment does an unmatched job of coat- 
ing and repairing soft vinyl plastics, 
including inflatable toys, plastic 
shower curtains, swimming pools, 
among dozens of other articles. Kit 
retails at $1.00— Miracle Adhesives 
Corporation. 
For Details Circle 178 on INQUIRY CARD 


RUBBER TIP- 
PED spring-steel 
door stop dodges 
vacuum cleaners, 
and other house- 
hold hazards as it 
flexes on impact 
to prevent injury 
or damage. — : 
Ideal Brass ~4 ivi 
Works, Inc. . 
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10 Good Reasons More 
Dealers Now Sell Eclipse 


Dealer survey shows Eclipse reputation for 
fair dealing an important factor in making it 
a profitable line —year after year 


Fair dealing can mean many things; but to Eclipse, it means a working policy to protect 
your profits as a dealer This, according to A. E. Clausen, Sales Manager of Eclipse, 
is the guiding philosophy behind the Eclipse dealer franchise: that a dealer has a 
right to make a good profit. A great deal of advertising today is directed to dealers, 
talking loosely about sales and profits. But as the mower business gets increasingly 
competitive, it’s time for all alert and progressive dealers to stop and take a long, 
objective look at the lines they are now selling It's time to ask yourself the important 
question: are the lines you sell really profitable? 


What about discount selling? 


Eclipse is firmly opposed to the widespread practices of price cutting. When a dealer 
reduces the price, he’s cutting his own profit And—as profit protection to its dealers— 
Eclipse selects only dealers who share this belief. This is one practical way Eclipse 





Eclipse Now Offers a 
Choice of 3 Starters 


Here's a real sales advantage to help 
you get more customers! And in ad- 
dition to the choice of starters, Briggs 
& Stratton engines are more powerful 
than ever—“hushed” with a new low 
tone muffler. 


ROPE STARTER—There 
are many people who 
still prefer this fool- 
proof, time-tested 
starter. You have it! 


RECOIL STARTER—Im- 
proved type recoil 
Starter an optional 
extra. (Regular rope 
can be used on reel 
type mowers in emer- 
gency.) 


ELECTRIC STARTER—Just 
touch plug to 1ll0v 
outlet and gasoline 
engine starts imme- 
diately. (Starts with 
rope, too!) 
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works to maintain your profit. 


Other reasons for selling Eclipse 


When you handle Eclipse, there’s a 
single, convenient source for all your 
mower needs. The complete line in- 
cludes 12 reel, rotary and sickle bar 
power mowers and 9 hand models. 
Remember, too, Eclipse is a name people 
know and trust... you get excellent dis- 
counts... practical sales aids... impor- 
tant and exclusive mower features... 
good service facilities .. .strategically 
located warehouses...an iron-clad 
guarantee that assures customer satis- 
faction .. and repair parts are always 
available—for any Eclipse mower ever 
made! 


New Sales Aids Make 
Selling Eclipse Easier 


Eclipse believes in good, old-fashioned 
“hard-sell” in the promotional material 
offered its dealers. That’s one reason 
Eclipse dealers find the special broad- 
sides real sales-builders—not only for 
mowers—but for related items in your 
store as well. In addition to these power- 
ful broadsides, free newspaper ad mats, 
folders, envelope stuffers, window signs, 
etc , television film is now available—to 
dramatically demonstrate Eclipse reel 
and rotary power mowers—right in your 
prospects’ homes. Plan now to use TV 
“spots” in your town. 
For Details Circle 61 on INQUIRY CARD 











New low-cost mower 










The 18” Bel-Mar reel type power mower 
is a low price traffic builder that can 
bring extra sales and profits your way 
Quality construction throughout and 
equipped with 4-cycle Briggs & Stratton 
engine. Attractively finished in weather- 
resistant sea blue and red enamel. Just 
one of 21 mowers in the big Eclipse line 
The Eclipse Lawn Mower Co., Prophets- 
town, Illinois. 


Convenient Eclipse Distributors: 


ARIZONA 
Mallco Hardware Distributors 
CALIFORNIA 

los Angeles California Hardware Company 
los Angeles Hardie Manufacturing Company 
long Beach American Wholesale Hdwe. Co. 
Pico Co-Agencies, Inc. 
Sacramento Austin Brothers 

San Diego McBride Distributing Company 
San Francisco Baker & Hamilton 

San Francisco A. J. Glesener Co., Inc. 
Son Francisco J. W Jewett Company 


Phoenix 


COLORADO 
Denver Barteldes Seed Company 
Denver Hassco, Inc. 
IDAHO 
Boise Davis Supply Company, Inc 
MONTANA 
Billings Winter Hardware Company 
OREGON 
Portland May Hardware Company 
UTAH 


Selt lake City Porter-Walton Co 
Saltloake City Strevell-Paterson Hdwe. Co. 


WASHINGTON 
Seattle Hardware Distributing Co. 
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Roll Up Extra Sales 
and Profits for you 


The market for wheels for do-it- 
yourself projects is growing by leaps 
and bounds. Be ready to sell your 
do-it-yourself customers quality 
GLEASON WHEELS for garden 
equipment, yard carts, small wag- 
ons, outboard motor carriers, lawn 
furniture, portable workshop stands, 
golf carts, trash can feed carriers, 
outdoor serving carts, barn equip- 
ment . . . anything they build. 

Gleason’s DO-IT-YOURSELF 
Wheel Deal gives you all you need 
to set up a wheel department in 
your store. Includes5 sizes of wheels, 
6” through 12” diameters. Compact 
all-metal Counter Display lets cus- 
tomers See and 
Spin... lets you 
sell and profit. 
Reducer bushings, 
literature and 
merchandising 
helps also includ- 
ed at no cost to 
















Takes only 
1 Sq. Ft. of 
space 


GLEASON @ CORP. 


j 258 N. 12 Street, Milwaukee 3, Wis. 





SON Wheel Deals No. 521 
and FREE Counter Display. 


and No. 522, 


Name 
Addre Ss 
Jobber vit | 
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chromium plated, plus soft 


NEW PRODUCTS 





NEW Easy-Aid oven cleaner, the an- 
swer to housewives’ prayers removes 
most stubborn burnt-on grease easily, 
without any fumes, mist or stench, 
no caustics and no-odor. Eliminates 
back - breaking scouring with steel 
wool, etce.—G. N. Coughlan Co. 
For Details Circle 180 on INQUIRY CARD 











| 
“VERSATILE,” the model 140 all- | 
fabric automatic washer features | 
pushbutton controls which regulate | 
water temperature cold, warm and | 
hot. Has a regular cycle for cotton 
and linen fibers, plus a “modern fab- 
rics” cycle for delicate items. This 
all-fabric feature is an innovation new 
to the washing machine industry.— 
The Maytag Company. 
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ADDITION to Diamalloy’s line of | 
tools is a new 10” compound Aviation- | 
type metal-cutting tin snip that fea- 
tures drop forged steel handles, 
plastic 
handles finished at no extra charge. 
Retails at $4.00. — Diamond Calk 
Horseshoe Company. 
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Quality Pliers 
Customers Ask For 


When customers who know good 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are 
judged . . . backed by almost a 
century of experience. 

Kleins are available in a wide 
range of sizes and styles to meet 
every need. Be sure you have a rep- 
resentative stock of the most popu- 
lar items. 

Asrecently developed selling dis- 
play board on your counter will 
help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 
Percin PLIERS] 
jaLEe ae 






THIS 
DISPLAY 
WILL 
MAKE 
MONEY 
FOR YOU 





DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp. 
New York 
& Sons 
5, ILLINOIS 


a KLEIN c= 


CHICAGO 4 
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NEW PRODUCTS 





for 
housewives is made possible with 
Oster’s electric grinder. Makes grind- 
ing and chopping jobs effortless. 
Grinds both the hardest and softest 
foods, including cheese, vegetables and 
fish. Occupying only a minimum of 
counter space, grinder has base shaped 
to take large bowl or utensil. Recipe 
book and hardwood “pusher” are of- 
fered with appliance.— John Oster 
Manufacturing Co. 
For Details Circle 183 on INQUIRY CARD 


PROFESSIONAL RESULTS 





AUTOMATIC flush control mechan- 
ism, new Seal-O-Matic incorporates a 
standard tank ball eliminating use of 
lift rods and guide arms. Adjustable 
to all valves and overflow tubes, its 
metal parts are guaranteed for life.— 
Radiator Specialty Company. 
For Details Circle 184 on INQUIRY CARD 


LATEST ADDI- 
TION of “Alert” 
water saving 
products is a fau- 
cet reseating tool 
that can’t damage 
faucets and which 
automatically as- 
sures true align- 
ment. — Ardmore 
Products Co. 
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“Measure-Mark” Chain. . 


QUICK, EXACT 


MEASUREMENT 





Marked every 5 feet— 
pre-measured for easy handling 
and exact measurement. 





INVENTORY 
CONTROL LABELS 





Space provided for "Perpetual 
Inventory” control. Guaranteed 


footage marked on label. 








New CAMPBELL CHAIN Exclusive 


“MEASURE: MARK 


OG! WIZZ Twi Gews 


Chain sellers and buyers everywhere heva been 
quick to recognize these advantages of new Campbell 


. furnished at no extra cost! 


COLOR-CODED 
IDENTIFICATION 


BS 


GREEN—Proo! Coil 











sul Tes a ORANGE—Cam- Alloy Stoel 


Color-mark on the chain instantly 
and positively identifies grade of 
chain—in or out of the container. 


STANDARD PACK— 
MARKED BY FEET 


pod 


In each container, standard 
footage by chain size—for each 
grade. Standard package cost. 


Ask your Campbell representative—or write us for full 


details on this revolutionary new chain development. 


CAMPBELL 
CHAIN 


AVAILABLE ONLY FROM 


S CAMPBELL CHAIN eax 


York, Pa. e W. Burlington, lowa « Portland, Ore. « Sacramento, Calif 
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We think you'll agree that most homeowners would like 
to have a fence around their property. Especially those 
with children and/or pets. We think you will also agree 
that the reason many of them have held off buying fence 
is their fear of high installation costs. 

Well, Cyclone has come up with a simple little sales 
tool which completely knocks that argument into a cocked 
hat. It’s the handy little pocket-size folder pictured above. 
And it is available in quantity for free distribution to the 
prospective customers of stores carrying Cyclone “Red 
Tag” Lawn Fence and Gates. 


With this illustrated folder as his guide, anybody can 
easily erect his Cyclone Lawn Fence himself. And the 
money your customer saves on installation may be just 
what he needs to buy those other home needs from 
you. Yes, we’re sure that if you use this free erection 
folder properly—if you get it into the hands of enough 
homeowners, you just can’t help but sell twice as much 
fencing. Why not give it a try this spring? 


CYCLONE WOVEN LAWN FENCE is firmly and uniformly woven. 
Curved picket tops are even and symmetrical. Ends are locked 
securely into two top cables. Picket spacing is uniform. The ex- 
tra deep crimp of the picket wires forms a lock for the cables. 
Horizontal cable wires are 2-ply twisted with a triple twist 
between pickets. The cable twist is reversed on the pickets in- 
stead of between them, forming a lock on the pickets. 


CYCLONE WELDED LAWN FENCE. Every wire is held firmly in 
place by a strong weld at every joint. All wires are straight and 
true, held that way by the clean, firm welds. Welding is done 
neatly, without burnt wires. Arches in picket tops are uniform; 
spacing between wires is uniform. Horizontal cable wires are 
deeply crimped, giving the fence added stability. All wires are 
heavily galvanized steel. A very rigid enclosure for level property. 


ORDER NOW! Cyclone Lawn Fence is available in both 
woven and welded, and in single and double-loop styles. . . in 
heights of 36, 42 and 48 inches. And there’s a complete line of 
matching gates, as well as Flower Bed Border and Trellis. Just 
call your Cyclone jobber. And be sure to tell him how many of 
the erection folders you expect to distribute in your community. 


a quality product that makes friends for your store! 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. 


USS CYCLONE -pediaq” 
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PRINCIPALS AT GIFT SHOW BREAKFAST 





PRINCIPAL SPEAKER at the Buyers Breakfast during the 42nd California 
Gift Show, January 22-27, at the Biltmore Bowl was Charles Luckman (left) of 
Pereira & Luckman. Here he is shown chatting with (left to right): Mayor 
Norris Pulson of Los Angeles; Walter Starnes, Walter Starnes Co., and Murray 
Carr, House of Paper. The latter two gentlemen are past chairmen of the Gift 
Show Committee. The breakfast was one of the highlights of the six-day market. 





SCHEDULE OF CONVENTIONS AND SHOWS 


March 2-11 SAN FRANCISCO NATIONAL SPORTS & BOAT SHOW, 
at Civic Auditorium, San Francisco, Calif. (Produced by 
San Francisco National Sports & Boat Show, Inc. Thomas 
R. Rooney, 369 Pine St., San Francisco 4, Calif.) 


March 4-7 DENVER GIFT & JEWELRY SHOW, at Hotel Albany, 
Denver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles.) 


April 15-19 SOUTHERN HARDWARE CONVENTION, at Hotel 
Roosevelt, New Orleans. (Arthur L. Faubel, Sec., 342 
Madison Ave., New York 17, N. Y.) 


May 20-22 11TH ANNUAL PACIFIC COAST BUILDERS HARD- 
WARE CONFERENCE OF NBHA & ASAHC, at Santa 
Barbara, Biltmore & Mirmar Hotels, Santa Barbara, Calif. 
(Robert L. Murch, Gen. Convention Chairman, 420 Market 
St., San Francisco, Calif.) 


June 29-July 6 THE 2ND ANNUAL NATIONAL TOY SHOW, in Pan 
Pacific Auditorium, Los Angeles, Calif. 


July 9-13 NATIONAL HOUSEWARES & HOME APPLIANCE 
SHOW, at Municipal Auditorium, Atlantic City, N. J. 
(National Housewares Association, 1140 Merchandise 


} 


30% More 


SPRAY ENAMEL 
at NO EXTRA Cost! 


... in answer to public demand .. . the 
NEW KRYLON GIANT CAN—the big- 
gest can of spray enamel on the market 
(16.20z.). . . the greatest value ever 
offered your customer . . . replacing the 
12-0z. can, now discontinued. PRICE 
REMAINS THE SAME, $1.69 list. What 
a value . . . sales-builder . . . profit- 
maker! Order today! (Krylon 6-oz. line 
remains the same, 98c list) 17 colors. 


CRYSTAL-CLEAR 


Yes, Krylon Crystal-Clear also in the 
NEW GIANT SIZE, (16.2 oz.)—same 
price, $1.95 list. Again, 35% MORE 
Crystal-Clear at NO EXTRA COST! 
(6-07. size 98c list) 


wae am on 
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PLUS these NEW PROFIT 
ABLE QUICK-TURN 
SPRAY PRODUCTS 


Zinc Chromate METAL PRIMER 
Spray provides excellent bond for 


bare metal surfaces. Spec. MIL-P 
6889-A. Type 1: Aviation supply 
stock No. R S2P 20405. Giant can, 
$1.% list 


Mart, Chicago, Ill.) 


Krylon-Houghten RUST VETO 
Spray orotects metal surfaces 
against corrosion resists onda 
tion displaces moisture. Giant 


July 16-20 WESTERN HOME GOODS MARKET (Summer Market), 


at Western Merchandise Mart, San Francisco, Calif. (A. 


can, $1.95 list. 
Cameron Ball, Western Merchandise Mart, 1355 Market SEE EN Gere tr te 


creases life of stencils. speeds up 
work—cuts down costs! 7 colors 
HIDE-a-MARK cover cost makes 
containers re-usable econom 
<. Dries rapidly. Giant can, $1.69 
st 


St., San Francisco, Calif.) 





July 22-27 CALIFORNIA GIFT SHOW, Merchandise Mart, Biltmore 
& Alexandria Hotels, Brack Shops, Los Angeles, Calif. 
(George L. Pascoe, GM, Trade Fair, Inc., 672 So. Lafayette, 
Park Place 57, Calif.) 


ORDER FROM YOUR JOBBER 
OR WRITE 
KRYLON, Inc., Norristown, Pa. 





KRYLON—THE BRAND WITH THE DEMAND 
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More 
Than 400 
Attend 
Boise 
Meet 


J. SCHWENDIMAN of 

»« Twin Falls, Idaho, was 
elected president of the Inter- 
mountain Association of Hard- 
ware and Implement Dealers in 
Boise at the 52nd annual con- 
vention Jan. 23-24, succeeding 
Donald Chisholm of Boise. More 
than 400 delegates and their 
Wives were in attendance at the 
five-state convention. 

Other new officers elected at 
the convention include W. T. 
Cato, Salt Lake City, first vice 
president; Lowe Ashton, Heber, 
Utah, second vice president; 
John A. Anderson, Heber, Utah, 
national director of the National 
Retail Farm Equipment Asso- 
ciation. Leon Weeks was reap- 
pointed secretary and Robert 
Henderliner was retained as as- 
sistant secretary. Both are from 
Boise. 

Four new directors also were 
elected, joining eight others on 
the 12-man board: Martel Orme, 
Idaho Falls; Ed Spring, Boise; 
Earl] Nelson, Preston, and A. L. 
Elmer, Panguitch, Utah. 

Highlights of the convention 
were panel discussions by W. C. 
Duesler, Racine, Wis., and D. D. 
Foss of Portland, Ore., who dis- 
cussed good business, for those 
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OFFICERS AND DIRECTORS of the Intermountain Association of Hardware 
and Implement Dealers who will guide the association for the next year (front 
row, left to right) are: Leon L. Weeks, secretary, Boise; Lowe Ashton, Heber. 
Utah, 2nd vice president; W. T. Cato, Salt Lake City, Ist vice president; R. J- 
Schwendiman, Twin Falls, Idaho, president; Donald Chisholm, Burley, imme- 
diate past president; John A. Anderson, Heber, Utah, director National Retail 
Farm Equipment Association; and Earl Nelson, Preston, Idaho, director. 
Standing (left to right) are directors: Ed. Springer, Boise; Ingle Weeks, 
Caldwell, Idaho; Dale Dobbin, Marsing, Idaho; Clarence Rush, Pocatello; Omar 
J. Christensen, Richfield, Utah; Martel Orme, Idaho Falls; T. T. Hall, Ely, 
Nevada; Leonard Vodak, Delta, Utah; and A. L. Elmer, Panguitsch, Utah. 


who are willing to work for it. 
Duesler is sales manager of the 
J. I. Case Co., and Foss execu- 
tive vice president of the North- 
ern Wholesale Hardware Co. 

During the convention dele- 
gates viewed 25 exhibits set up 
by the companies. 

Hardware merchants were 
here from Idaho, Utah, Oregon, 
Nevada and Wyoming. A ladies’ 
program was held at the Hotel 
Boise with Mrs. Ed Springer of 
Boise, chairman of the ladies 
convention committee. 

President Chisholm told dele- 
gates that business in 1955 was 
average, but better than that of 
previous year. He said he looked 
for a good year for dealers this 
year. 

Theme of the convention was 
“Shooting Straight.” 

President of the National Re- 
tail Farm Equipment Associa- 
tion Henry E. Breen of Fair- 
mont, Minn., stressed the theme. 
He urged those connected with 
the business to shoot straight 
with each other, saying, “It is 
the only lasting answer to the 
problems plaguing farm equip- 
ment dealers.” 

Breen said price-cutting was 
one of the larger problems to be 


coped with. He also said farm 
equipment dealers must become 
dependable advisors and not 
just economic distributors in 
helping farmers meet and solve 
their problems. 

J. H. Walsh, Indianapolis, 
Ind., manager of the National 
Retail Hardware Association 
merchandising service, spoke to 
the hardware group, and there 
was a panel discussion moder- 
ated by Max Becker, of Cald- 
well. 

Speakers at the implement 
meeting were Comart Peterson 
of Moline, Ill., assistant domes- 
tic sales manager of Deere & 
Co.; Walter Cooper, Fort Col- 
lins, Colo., president of Cooper 
Motors; Wayne Naugle, of 
Nampa, Idaho, president Idaho 
Hereford Breeders Association ; 
R. G. Starley of Burley, Idaho, 
vice president of the Idaho Bank 
and Trust Co., and John A. An- 
derson of Heber, Utah, national 
director of the National Retail 
Farm Equipment Association. 

There were luncheon sessions 
and a banquet with Art Briese, 
of Hot Springs, Ark., featured 
speaker, and performance by 
Mandrake the magacian. 


HARDWARE WORLD 
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“Shooting 
Straight” 
Theme 

at 

Denver 
Convention 


HIGH degree of optimism 

for the future, more emphasis 
on diversification and aggres- 
sive merchandising, were the 
outstanding features of the 1956 
convention of the Mountain 
States Hardware and Implement 
Association, held at the Cosmo- 
politan Hotel in Denver, Janu- 
ary 24-25-26. 

With a record turnout on 
hand, despite the balmy weather 
throughout the Mountain States, 
the 54th annual convention was 
highlighted by the slogan 
“Shooting Straight.” 

Star attractions on the ros- 
trum included the Honorable 
Ivey Baker Priest, treasurer of 
the United States, who spoke on 
“For One and For All.” Illus- 
trating economic terms, with ex- 
amples from past history, Mrs. 
Priest spoke confidently of the 
return of full prosperity to the 
farm market discarding the fact 
that “ups and downs” have been 
a characteristic for the past 300 
years. 

Another featured convention 
speaker was C. M. Peterson, as- 
sistant domestic sales manager 
of Beere & Company with 
“Shooting Straight With the 
Manufacturer.” Mr. Peterson 
placed the building up of a solid, 
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NEWLY ELECTED OFFICERS and their wives are seated 


j _ 
at the head table 


at the annual banquet on last evening of the convention. 


dependable hardware and imple- 
ment market and the method by 
which manufacturers seek to 
guarantee a profitable return for 
the retailer. 

An intense interest to the 
group was the new color sound 
film presented by the U. S. 
Chamber of Commerce, on “Peo- 
ple Products Progress, 1975,” 
predicting things to come in the 
next 20 years. 

During the business session 
the group was split into two sec- 
tions, as usual, with hardware 
retailers and sound equipment 
dealers leading under Fred 
Kroeger, Jr., and Ed Pellemsein 
respectively. Presented at the 
hardware retailers session was 
“Shooting Straight With the 
Home Gardener” on a_ panel 
basis with three speakers from 
universities, colleges, and horti- 
cultural associations. A top fea- 
ture was “How We Won the 
IRHA Hardware Nation - Wide 
Contest” which was presented 
by Dick Barker, of Valentine 
Hardware Company, Boulder, 
Colorado. 

Jack Walsh, merchandising 
manager of the National Retail 
Hardware Association spoke on 
“Let’s Grow” with merchandis- 
ing tips and an analysis of pro- 


motion. Implement dealers 
heard Henry Breen, president of 
the National Retail Farm Equip- 
ment Association on “Shooting 
Straight With Each Other.” 
Other speakers covered the value 
of state wide association, meth- 
ods of “Getting Along” in com- 
petitive business, etc. 

On the following day the 
group rejoined to hear Jack 
Hollander, Western sales super- 
visor of Stieter Industries, Inc., 
on “Shall I Modernize My Place 
of Business?” He was followed 
by Robert Fisher, association 
engineer who spoke on “Shoot- 
ing Straight With Your Mer- 
chandising Problems.” 

Officers elected included Ed. 
Pellemsein, of Pellemsein Imple- 
ment Company, president, Fred 
Kroeger, Jr. of Farmers Supply 
Company, Durango, Colorado, 
first vice president, W. A. Davis, 
hardware dealer of Goodland, 
Kansas, second vice-president. 
Secretary-treasurer, re-elected 
was W. F. Reich, of Boulder, 
Colorado. 

More than 600 attended the 
banquet on the evening of Jan- 
uary 26th, a record turnout ac- 
cording to Mr. Reich. 
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MILWAUKEE VISE 


Another customer-stopper value by Milwaukee to act 


fast on! Low, low prices last only 'til April 30. No cut- “—. 700 


corners in quality, same castings and fine machining 
Milwaukee's famous for. And look at these customer- ’ Jaw 


pleasing features: 3” jaws, 3” opening; built-in pipe 
jaws; polished anvil surface for extra work space; oh 
180° swivel, positive lock; Acme thread vise-screw; pe 
vise enameled in durable blue. 

Packed individually in carton, shipping wt. 10 Ib. N Sh 15 
Today, write for details. Learn about 7 other vises in Ow ° 

line, too. RETAIL 


MILWAUKEE TOOL & EQUIPMENT CO. 
2775 S$. 29th Street e Milwaukee, Wisconsin 
For Details Circle 67 on INQUIRY CARD 





Your Jobber has — 
FULLER money- making 
specials Like this | 


Ask your jobber's salesman about FULLER SPECIALS 


ce 
~ 


TFULLER | igeleys - COMPANY, INC. af 


= 3522 ener 4 Avenue, New York 67 
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Attendance Up 30 Percent 
At San Francisco Market 

By far the most successful market 
ever held in the Western Merchandise 
Mart, is the way A. Cameron Ball, 
Mart’s general manager, summed-up 
the one-week market which ran from 
February 6 through February 10. 

Attendance figures were up more 
than 30 per cent ahead of any pre- 
vious market, Mr. Ball stated, and the 
volume of orders placed by retailers 
was substantial. 

The Market opened with the West- 
ern Floor Covering Industry Monday 
evening with Edwin H. Bryant, vice 
president of Marketing, Congoleum- 
Nairn, Inc.; Paul M. Jones, president, 
Carpet Institute, Inc.; and James A. 
Law, vice president, The Magee Car- 
pet Company, as featured speakers. 

On Tuesday the Retail Furniture 
Association of California sponsored a 
Western Furniture Industry Break- 
fast. That evening there was a Furni- 
ture Association Industry Dinner. 

The Western Radio, Television and 
Appliance Trade Dinner was held in 
in the Mart Club Auditorium Wed- 
nesday evening. C. S. Stackpole, man- 
aging director, American Gas Asso- 
ciation, and Edwin Vennard, president 
Middle West Service Company and 
vice president Edison Electric Insti- 
tute, were featured speakers. 

On Friday the San Francisco Pot 
and Kettle club held their annual 
Housewares Industry luncheon. A 
panel representing the housewares in- 
dustry from the viewpoint of the re- 
tailer, distributor, manufacturers rep- 
resentative of daily newspapers and 
the trade press. 


Central Staters Elect 


The Central States Hardware Club 
elected Clarence T. Gilchrist with 
American Steel and Wire Division, 
United States Steel Company as pres- 
ident at their annual meeting and 
banquet on January 23. It was held in 
the Grand Ballroom, LaSalle Hotel, 
Chicago. Other officers elected are vice 
president, Frank M. Hagerty with 
Johns-Manville Sales Corp., Dutch 
Brand Division; secretary, Ben Levy 
with the Carborundum Company, serv- 
ing his 18th term; treasurer, James A. 
Billings, serving his eleventh term. 
The board of directors to serve three 
years are: John F. Gallagher, Paintr 
Corp.; R. J. Samuelsen, Greenley Tool 
Company, Div. of Greenley Bros. & 
Company and E. W. Swartwout, Min- 
nesota Mining and Manufacturing Co. 
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SALES 
ARE CLIMBING 


Dealers know FLETCHER putty knives 
and wall scrapers are popular sellers. 
Tradesmen recognize the quality and all 
consumers appreciate the appearance of 
these high quality tools. 
stantly increasing. 


Sales are con- 








For the professional or the handyman who wants a 
really good putty knife or wall scraper no dealer need 
hesitate to recommend the FLetcHer. The FLETCHER 
Line will stand inspection and comparison. The quality 
of the steel is excellent and the solid handles are of 
wood. 


Rosewood or walnut polished handles feel right and 
they are right in winter or in summer. The wood 
handles are securely anchored and are, therefore, en- 
tirely dependable. 


Two full lines at two price levels are available, plus 
an inexpensive putty knife and wall scraper. Ask your 
jobber’s salesman to show you the FLETCHER LINE so 
you can make your own comparison before you buy. 


| THE NEW 
FLETCHER 


® | Grouping a number of 

| tools into an attractive 
display cabinet is bound 
to attract the attention of 
your customers. Investi- 
gate this new FLercHer 
display merchandiser to- 
day. The cabinet is in- 
cluded at no extra cost. 
The entire unit to the 

i dealer is $24.88. 








SEND FOR OUR NEW CATALOG 


THE FLETCHER-TERRY (CO. 
808 SOUTH STREET ° FORESTVILLE, CONN. 


‘or s 
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ARE YOU DISPLAYING GREAT 


NECK’S PLANE LINE? 


G-1 BLOCK PLANE— 6” 


End and side screw 

adjustments allow exact 
regulation from coarse 
to fine work. 








Precision workmanship goes into the construction of 
every Great Neck Plane. Made to the finest specifica- 
tions of tool technology, reliable precision settings are 
accomplished in seconds! The cutters are one solid piece 
of rust-free chrome alloy tool steel, fully tempered, 
ground and honed for consistent cuts. Assembly parts 
are made of the finest steels for excellent results. Avail- 
able in a full price range for discriminating craftsmen. 
Have you also inquired about our competitive line of 
fine Corsair Planes? 


G-2 
BLOCK PLANE — 7” 
Popular 
requiring 
ment. 


type plane not 
requent adjust- 














G-3 AND G-4 
SMOOTH PLANES — 
8” AND 9” 


Fully adjustable to meet 
all requirements. Avail- 
able with smooth or 
corrugated bottoms. 


G-5 
JACK PLANE 


ey 2 


— 


Suitable for the roughest 
work. Sturdily construc- 
ted to do a man 
sized job. Smooth 
or corrugated 
bottoms. 


G-6 FORE PLANE— 18” 


For finishing uneven 
surfaces and to dress 
edges for a flush 
fit before joining 
or gluing. 
Smooth or 
corrugated 
bottoms. 


WRITE FOR CATALOG OF TOOLS AND KITS FOR EVERYONE 
“Engineered Quality Tools Since 1919” 








at Norl 
Great Neck 
AW MANUFACTURERS 

MINEOLA NEW YORE 
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NEWS. . .. about People and Firms (Continued from Page 13) 





Adsco 
Announces 
Merger 
Plans for 
Woodbury- 
Lorenz 


Merger of Woodbury Hardware 
Company, Portland, and Lorenz Com- 
pany, Medford, along with changes in 
names and personnel changes, has 
been announced by Adsco Northwest, 
Ine., which recently purchased both 
firms. 

In Portland’the Woodbury Hard- 
ware Co., will remain as it is, with 
Andrew Holcomb named as manager. 
Mr. Holcomb has been assistant sales 
mnager of the firm for the past eight 
years. 

In Portland the industrial supply di- 
vision of Woodbury & Co. at Second 
and Pine will be combined on April 1 
with Woodbury Steel warehousing op- 
eration on Swan Island and the com- 
bined operations will operate as 
Woodbury & Co. on Swan Island. 
Charles H. Sanders has been named 
manager of this operation. 

In Medford, Woodbury Medford and 


Andrew Holcomb 





J. C. Strong 


Lorenz Co. will be merged into Wood- 
bury Lorenz Industrial Supply and 
will occupy the present location of 
Woodbury Medford. Clair Larson, 
who has been with the Woodbury or- 
ganization for 33 years, has been 
named manager of this operation. 

In Klamath Falls, Lorenz Co. will 
be organized into two divisions known 
as Woodbury Lorenz Industrial Sup- 
ply and Woodbury Lorenz Hardware. 
Both divisions will be in the present 
address of Lorenz Co., with J. C. 
Strong, who has been with Lorenz 
for 16 years, as manager of both di- 
visions. 

In Eugene, Woodbury 
Supply will not be changed. 

Adsco Northwest is under the direct 
supervision of J. E. Snodgrass, as- 
sistant executive vice president. Fred 
F. Holeomb is vice president and man- 
ager in charge of operations. 


Industrial 





Thomas Industries Opens 
New Plant in L. A. 


Thomas Industries, Inc., Louisville, 
Kentucky, opened a modern lighting 
fixture plant in Los Angeles on Feb- 
ruary 17. It will function as the west 
coast headquarters for the firm’s Moe 
Light Division, as well as for Star 
Lighting Fixture Co., a subsidiary. 

Kim Moe, vice president in charge 
of branch plants, supervised the op- 
eration and presided at the opening 
ceremonies. Al Grotenhuis, western 
sales manager of Thomas Industries, 
is in charge of the new plant and 
showroom. Others who attended the 
opening were Frederick Keller, di- 
rector of sales of Thomas Industries; 
Tom Fuller, sales manager of the Moe 
Light and Star Light divisions; and 
Leonard V. Martikonis, advertising 
manager of Thomas Industries, Inc. 
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Joins 
Johnston 
Mower 
as S. M. 


John G. 
Unverzagt 





John G. Unverzagt has been ap- 
pointed sales manager of the Johns- 
ton Lawn Mower Corporation. Mr. 
Unverzagt for many years served in 
a sales capacity with Nesco, Inc. 


J. R. Clark Ups Hovde 


Glenn Hovde, formerly sales super- 
visor of the J. R. Clark Company, has 
been named advertising manager, re- 
placing Win Johnson, who was re- 
cently transferred. Mr. Hovde has 
been with the firm for seven years. 
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Hoffman 
Veteran 
Retires 


Seeley B. 
Moe 





Seeley B. Moe, who has run the 
builders’ hardware Department of 
Hoffman Hardware Company, Los 
Angeles, since 1921, retired at the 
end of last year. Mr. Moe, entered 
the hardware business around 1900 
when he joined Todd-Hawley Hard- 
ware, San Diego. Mr. Moe is a stock- 
holder in the Hoffman Hardware Com- 
pany, and has been a member of its 
board of directors for many years. 

The builders’ hardware department 
will now be headed by Robert E. 
Badham, grandson of B. J. Badham, 
Sr., president of the firm. 


Heads 
Western 
Sales 
Area 


Arthur H. 
Campbell 


Arthur H. Campbell, formerly man- 
ager of C. Hager & Sons Hinge Manu- 
facturing Company’s New York sales 
office, has been named regional di- 
rector of sales for firm’s Colorado, 
Utah, New Mexico and Arizona terri- 
tories. Mr. Campbell has been with 
the company since 1947. 


Diamond Black Leaf 
Names Hoskins for No. Calif. 


James H. Hoskins has been ap- 
pointed as a sales and service repre- 
sentative in the San Francisco area 
for Diamond Black Leaf Company of 
Cleveland, Ohio. He will work out of 
the company’s San Jose, California 
sales office. He was formerly with 
Germain’s, Inc., San Jose, first as a 
retail store manager and later as a 
representative of its wholesale divi- 
sion. 
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Two Moves 
for 
Capel-Klang 
& Co. 


Hy 


In January Capel-Klang & Co. 
moved their San Francisco headquar- 
ters to 222-15th corner of Kansas 
where they have larger facilities to 
handle their increasing wholesale gar- 
den supply business. This move fol- 
lows by four months the move of 
Capel-Klang of Southern California 
to their new and larger quarters at 
739 Kohler, Los Angeles. 

It was just about ten years ago 
that Harold Klang and Hy Capel es- 
tablished the company in San Fran- 
cisco at 449 Bryant Street from where 
they moved. It was started as a spe- 
cialty wholesaler of garden supplies 
to serve all of Northern California. 


Capel 








Harold Klang 


In 1951 they started Capel-Klang 
of Southern California which covers 
Southern California and Arizona. The 
firm has gradually expanded their 
lines over the years until it is now 
able to serve dealers with a full line 
of garden supplies with well known 
brand names. 

According to Mr. Klang, one of the 
reasons the firm has experienced great 
growth is that they maintain excel- 
lent service at all times. This is helped 


along by seven salesmen covering 
Northern California and eleven who 
work the Southern California area. 


These men are also experts in garden 
supply merchandising. 





ANOTHER NEW WESTERN PLANT UNDERWAY 





NEW PLANT, comprised of offices and warehouse facilities, is now under 
construction by the Yancey Company of Sacramento, California, manufacturers 
of Yancey aluminum screen door and convertible storm doors. Approximately 
one-half of the new 20,000 square foot plant will be devoted exclusively to the 
manufacture of the Yancey door line. The other half of the plant will house the 
roofing, insulation, weatherstrip, screen and acoustical tile stock which the 
company is contractors and distributors of in Northern California and Nevada. 
The firm announced that plans for future expansion call for an additional 10,000 
square feet of warehouse space and expanded office facilities. Established in 
1939, the company then consisting of five employees and one truck, has now 
grown to its present size, with 175 employees, branches in Chico, Calif.; Reno, 
and distributors and dealers throughout the eleven Western States. 
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Sylvania Holds First 
Western Board of Directors’ 
Meeting 


Don G. Mitchell, chairman and pres- 
ident of Sylvania Electric Products, 
Inc., was in San Francisco on Janu- 
ary 24th on an inspection of the com- 
pany’s West Coast facilities. While 
here he conducted the first board of 
directors’ meeting at Mountain View, 
Calif. 


At this time he announced that they 
were building a 78,800 sq. ft. ware- 
house and sales office near the San 
Francisco Airport at Millbrae, Cali- 
fornia. Located in the new office will 
be: Garlan Morse, director of Pacific 
Coast sales; Robert C. Harper, West- 
ern regional sales manager, lighting; 
William G. Patterson, Pacific Coast 
regional sales manager, electronic 
products; Robert K. Burbidge, West- 
ern regional sales manager, radio- 
television; William R. Sears, West 
Coast public relations manager; Bur- 
ley T. Cram, West Coast area service 
manager; Charles A. Dickison, West 
Coast national accounts lighting rep- 
resentative, and W. Kimball Hayes, 
West Coast credit supervisor. Also, 
district sales managers will be located 
in the new office. 


He also announced that a new ware- 
house is under construction in Los 
Angeles. It will total 90,000 sq. ft. of 
offices and warehouse facilities. 


Since 1940, Sylvania’s business in 
the West has increased about four 
times. In 1955 a combination of sales 
of the company’s products in the West 
plus the amount of merchandise man- 
ufactured in Western plants totaled 
about $40 million dollars. 


Both the nation’s use of electricity 
and the output of electric products 
will double within the next ten years, 
stated Mr. Mitchell. According to 
him, he expects his firm to expand 
accordingly and particularly in the 
West where he foresees his firm do- 
ing about 25% of their business with- 
in a few years. 





TO FIND INQUIRY NUMBER 
OF ADS which have no IN- 
QUIRY NUMBER on same page, 
turn to Advertisers Index and 
find INQUIRY NUMBER in 
parenthesis on same line with 
company name. Numbers could 
not be put on same page be- 
cause of color and bleed. 
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CELEBRATES GARDEN BOOK SALES 





WITH A TROWEL, TYPEWRITER, BLUE PENCIL AND 
BRIEF CASE to symbolize garden knowledge, writing, 
editing and sales, Lane staff members celebrate the sale 
of 100,000 copies of the Sunset Western Garden Book in 
21 months. Left to right, Elsa Knoll, garden editor; Walter 
Doty, director of editorial research; Paul Johnson, book 
editor; George Pfeiffer, manager of Book Division. Sale of 
book which retails for $2.95 in the spiral edition and $3.95 
in the case binding is limited to the seven Western States. 





START LONG SALES TRIP IN MODEL T 





JUMPING OFF ON FIRST LEG OF SALES TRIP 
THROUGH 11 WESTERN STATES in a 1914 vintage 
Model T, are Bernie Silverman (left), sales manager of 
Sunware Products Company, Inc., and Jerry Shane, part- 
ner in the firm of Cohn and Shane, Inc. The trip carried 
them from Denver to Salt Lake City, to Phoenix, Tucson 
and into California, Oregon, Washington, and the Inter- 
mountain territory. Needless to say, the entire trip wasn’t 
made in the Model T, although Mr. Cohn, who owns two 
other vintage automobiles, does drive the car to work at 
least one day each week. 


Toy Show Set for L.A. 


The Second Annual National Toy 
Show will be held June 


July 6, in the Pan Pacific Auditorium, 
Los Angeles, and will be open exclu- 
sively to the trade from 11:00 a.m. to 
2:00 p.m. daily. Special Industry meet- 


ings will be scheduled at the Am- 
bassador Hotel with panel discussions 
and sales meetings for the interest of 


29 through all trade people attending. 

















auteee -/aadchdchcbabe al 
Your impulse sales and —— 
profits go UP when you 
install Daley Fixtures! 
You can stock and dis- 
play up to 30% more 
merchandise in the 
same fixture area! 
Shelving on Daley island 
(left) has been adjusted 
to give mass paint dis- 
play at right—an open 
invitation for self-selec- 
tion! 





Name your merchandise: paints, tools, hardware, auto parts — you can display and sell any merchandise 
FASTER with Daley! All fixtures now available in Daley DECORATOR colors at no extra cost. 

The most 

versatile fixtures 

you can buy! 


Write for color card 
and name of 





Display Fixtures 


— 


dealer near you. 


ee 


Sth Avenue and Edison, Redwood City, California *« 7400 Pershing Avenue, St. Louis 5S, Missouri 
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step up sales with 


EMCO 


step-on can 
14 Qt. Capacity 


Super-size triangular pedal with concealed ster 
mechanism. 


Stain and acid-resistant porcelain enamel! pa 
Comes in all chrome, all copper or baked en 
with chrome or copper pedal and lid. 


BILTRITE 


VINYL PLASTIC 


GARDEN HOSE | 
and SPRINKLERS | 


... by one of the world’s largest pro- 
ducers of vinyl and rubber products. 





Biltrite Hose and Sprinklers help sell 

themselves. Brilliant colors . . . hand- 

somely finished solid brass fittings ... 

ae merchandising . . . packaging . . . point- 

ROLL-TOP of-sale information| — everything has 

BREAD BOXx been designed to give the Biltrite line 
tig more buy appeal to sell more for you. 


BILTRITE 10-STAR 


e Lighter and more 
flexible, yet more durable 
Won’t rot, crack, chip 
or peel 
Heavy reattachable 
nickel-plated Rod Brass 
fittings 
25-feet and 50-feet 





STOCK EMCO Also available: BILTRITE 8-STAR 
SHOW EMCO and 5-STAR hose. Guaranteed 8 and 


5 years, respectively. 


and you'll 


7 SPRINKLER-SOAKER 


@ Lies flat, won’t roll over 
g @ Nickel-plated solid 
For prices and brass fittings both ends 


7 @ Widely distributed spray 
delivery, write: . reversible for use 
as soaker 
@ 25-feet and 50-feet 


PORCELAIN ENAMEL GO., INC. AMERICAN BILTRITE RUBBER COMPANY 
Port Chester, N. Y. WEstmore 9-5400 CHELSEA 50, MASSACHUSETTS 
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UPSON BROS., INC., ROCHESTER 14, N. Y. 


— 


Look fm 
ton 

the 
Leader... 


i 


























u 


*AUTOMATIC \ 
SCREWDRIVER 


for 

these 
exclusive J 
and importagt 





handle for full blade 


use. 


Lok-Blok makes blade 
twist, impact proof. 


@ Chrome Vanadium 
Steel Blades. 


@ Unbreakable Insulat- 
ing Handles. 


yet 114) ®@ Models for All Types 


Screws. 


Hand-Ground Bits. 


A 
ore H @ Outstanding Merchan- 
dising Aids, Powerful 
National Advertising. 


ORDER THRU YOUR JOBBER 
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Gripper recedes into 





| Special Registration 
for American Toy Fair 


} 

| Special weekend registration facili- 
| ties will be made available in advance 
to buyers attending the 53rd annual 
| American Toy Fair, in New York 

City, March 5-14, according to the 
| Toy Manufacturers of the U.S.A., 
| Ine., sponsors. 

To expedite handling of the ex- 
pected record attendance, registra- 
tions will be taken Sunday, March 4 

| from 12:00 noon to 5:00 P.M., on the 
first mezzanines of the Sheraton-Mc- 

Alpin and New Yorker hotels. This 

extra convenience for buyers allows 

another day immediately preceding 
| formal opening of the event. 

Buyers arriving earlier in the week 
preceding the Fair are urged to regis- 
ter as soon as possible at the 200 
Fifth Avenue Building at 23rd Street. 


| USS Moves Seattle Offices 


The Northwest sales headquarters 
in Seattle of Columbia-Geneva Divi- 
sion of United States Steel, have been 
| moved to the Tower Building at 
| Seventh Avenue and Olive Way. The 
| offices had been located since 1944 in 
the Jones Building at 1331 Third Ave., 
Seattle. 


Veteran Dietz S.M. Retires 


Arthur W. Carr, veteran sales man- 
ager of the R. E. Dietz Co., retired 
January 1 at the completion of 50 
years’ service with the company. He 
was named sales manager in 19255, 
and had been vice president, as well 
as manager of domestic lantern sales, 
since 1943. 





Quick Names McKaig S.M. 


Burt McKaig has been named sales 
manager of Quick Manufacturing, 
Inc., Springfield, Ohio, manufacturer 
of garden and lawn equipment. Mr. 
McKaig joined the firm approxi- 
| mately two years ago as assistant 
sales manager. Prior to that time he 
held other positions with companies 
in the garden equipment field. 


Nesco Promotes Williams 


T. E. Williams has been named 
sales promotion and advertising man- 
ager of Nesco, replacing V. Anson 
who was recently promoted to general 
sales manager. Mr. Williams, who 
joined the firm two years ago, was 
formerly with Dulane, Inc. 


| Odor-Aire Names Portland Firm 


The M. J. Edwards Company, 2339 
S. E. Grand Avenue, Portland, has 
been named to represent Odor-Aire, 
Inc., makers of a line of deodorants 
and insect-killing products, in the 
Portland area. 





Heads 
Lewis 
Bolt & 
Nut 
Division 


Lawrence 
Nipp 





Lawrence Nipp has been named 
manager of the Galvanizing Division 
of the Lewis Bolt & Nut Company. A. 
T. Loyd will continue to handle sales 
under the direct supervision of Mr. 
Nipp, who will be in complete charge 
of production as well as sales. 


No. Calif. Builders 
Hardware Group Elects 


The Builders Hardware Club of 
Northern California held their annual 
election at a dinner meeting on Janu- 
ary 18 at Rickey’s Red Chimney in 
San Francisco. James Bair of Bair’s 
Hardware, San Francisco, was elected 
president succeeding Robert Depot, 
Stanley Works, San Francisco. 

Other officers elected were: vice 
president — Vern Lewis, Marshall- 
Newell, San Francisco; secretary— 
Jens Paulsen, Bitney & Paulsen, Palo 
Alto; treasurer—Phil Bozo, Merner 
Lumber Company, Palo Alto; and 
sergeant-at-arms—Hugh Rieger, Har- 
vey Williams Hardware, Oakland. 


Smiley Named Sales Manager 
of Robeson's New Division 


E. W. Smiley, Jr., has been named 
sales manager of the recently formed 
Black Hawk Division of the Robeson 
Cutlery Company. This division, ac- 
cording to Emerson E. Case, Robe- 
son’s president, will manufacture and 
import all types of cutlery products. 


Spelman Joins Fasco 


Appointment of J. J. Spelman as 
merchandise manager for Fasco’s con- 
sumer goods division of Fasco In- 
dustries, Inc., manufacturer of fans 
and household ventilators, has been 
announced. Before joining the firm, 
he was district merchandiser with 
Stromberg Carlson’s Radio-TV divi- 
sion. 


Heads Thatcher's Western Div. 
Reginald L. Burd has been named 


vice president and general raanager of 


the Pacific Coast Division, Thatcher 
Glass Manufacturing Company, Inc. 
He will maintain headquarters at 
Saugus, California. 
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Economical 
Proven in use 
High Flash Point 
Slow Drying 
Long Leveling 
Pleasant Odor 
Fast Turnover 


Pts., VoPts. 






















LOOK TO..: 
PROFITS 





ROTARY 
EDGER and TRIMMER 


Newest in the market, Geyer’s Rotary 
Edger and Trimmer has the features 
to make it a best seller... 

SURE GRIP TIRE TREAD 
SELF-SHARPENING BLADE 
EXCLUSIVE SPRING TENSION 
MULTIPLE USES 

GUARANTEED DURABILITY 
COLORFUL FINISH 













Model GE5 
$3.95 retail 








$4.95 retail 






@ National advertising 
and selling aids are 
offered to assure you 
of extra profits with 
Geyer tools. 
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Greater Markup | 





Model GE1O | 


MODERNIZE ano PROFITIZE wins 


ee 


_ OVER-COUNTER MERCHANDISERS 










Increase sales space as much as i 
70% with over-counter display equipment. 
Reeve Shure Sell hardware and glass available for every type 
of over-counter merchandiser. Remember “one in the bin is 
worth two in the box.” 


KNIFE EDGE 
BRACKETS 


— 
| 


Graduated sizes from 4” to 
20”. Angle brackets 6” 
to 16”. 


OVER-COUNTER 
STANDARDS 


Adjustable every inch. Heavy 

duty. Brackets available for build- 
ups of every type including center 
base, end base and channel base. 


LARGE STANDARDS AND BRACKETS 
DESIGNED Ana HEAVY LOADS... 


Quick, simple, economical installation 
of open shelf display space. Shelves 
adjustable at one inch intervals, 
Standards and brackets in a wide 
selection of sizes, 


SHELF STANDARD #44 — Accommodates dou- 
ble wall brackets of Series #81 and #41. Heavy 
steel. For surface or flush wall installation. 


Lengths: 24”, 36”, 48”, 60”, 72”, 84”. 
4» SHELF STANDARD #40 — Same as above but 
Me. 44 


“ designed for single bracket. 


BRACKETS #81 — Heavy steel. Easily 
removable for adjustability of shelves. 
Bracket hooks for maximum leverage. 
Holes for fastening wooden shelves to 
brackets or inserting rubber buttons for 
glass shelves. Left and right brackets 
available. Lengths: 8”, 12”, 16”, 20”. 
Angle brackets 8” and 12” 

FREE! Big Descriptive Catalog 


Each type of display item from ticket 
holders to complete display units fully 
illustrated and described in this new 
catalog. Full of valuable information on 
display assembly and modern store 

engineering. Send for it today. 


REEVE co 


MANUFACTURERS 









Ne 40 
















MPANY 


Di 
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EXCEPTIONAL BUYS! 


in a limited number 
of fireplace furnishings aue t 


| 
year-end unbalanced inventory: 





Polished Brass 


Frame Firescreen 
with Black Mesh 


SPECIAL! 


Polished Brass 
Woodbasket 


ate 


These are but two of the limited offerings 
available . . . including ensembles, curtain 
screens, folding screens, andirons, firesets, 
accessories. 


ALL PRICED for PROMOTIONAL OFFERINGS! 
Write for complete information... 


$915 












SOS wre. 0 ~ 


4865 San Fernando Ra. West, Los Angeles 39, Calif. 
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WATERSPIKE 


Amazing model 553—2 way 
wotering device. Waters 
overhead or flip vaive for 
sub-surface irrigation 
directly to roots. $4.90 ea. 









WATERFEED 
Water soluble 
cartridge type 
fertilizer, 2 
formulas, 15-5-5 and 
15-40-10. No lawn 
burn. Box of 20 cart- 













: ridges $1.00. 
WATERFEEDER 
iD Model 954. 
’ > Applicator | 
Biss, for cartridge 


type fertilizers. 
Attaches easily 

to faucet or 

hose. Use any 
watering device. Fertilize 
while you water. $1.99. 


q 
SAg — SQUARESPRAY 
Famous model 
433. It gets the 
corners. Hookup 
in tandem or use 
to fertilize while 
you water. $2.95. 


















~ PRODUCTS CO. 


9th & GRAYSON « BERKELEY 10+ CALIFORNIA 
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| William B. 





Gillespie 





Appointment of William B. Gilles- 
pie as sales manager of Fayette R. 
Plumb, Inc., Delta File Works, Inc., 
and Graham Rotary File & Too! Cor- 
poration has been announced by 
Frank L. Campbell, executive vice 
president of Fayette R. Plumb, Inc., 
the parent company. 

Mr. Gillespie will be responsible 
for the sales activities of the three 
companies, all of which are located in 
Philadelphia. He was formerly sales 
manager of the hardware and tool di- 
vision of the Henry Disston division 
of H. K. Porter Company, Inc. 


Krasnow Moves in L. A. 


Mac S. Krasnow and Associates, 
manufacturers representatives, have 
recently moved into their new and 
larger quarters at 5845 W. Pico Blvd., 
Los Angeles 19. Complete lines of 
samples are beautifully displayed for 
any visiting buyers of wholesale 
firms. 

Two new salesmen have been added 
to the staff, which will cover the com- 
plete states of California, Arizona and 
Nevada. The firm carries lines of 
hardware, housewares, automotive, 
garden and other supplies. 


Represents Hot Shot in N. W. 


Allyn Fisher and Associates have 
been appointed to represent Hot Shot 
lures throughout the Pacific North- 


| west by Eddie Pope & Co., manufac- 
| turers of the lures. This increases the 


Fisher representation to include all 11 
Western states and the city of El 
Paso. 


| O'Cedar Ups Varchetta 


F. R. Varchetta has been named 
sales promotion and advertising man- 
ager of O’Cedar Division of Ameri- 
can-Marietta Company. Mr. Var- 
chetta has been with the firm since 
July 1951 with much of his activity 
in the sales promotion and advertising 
field. 


Remington Ups Barioni 


A. C. Barioni, former national sales 
manager of the Remington Electric 
Shaver Division, of Sperry Rand 
Corp., has been named general sales 
manager in charge of sales, advertis- 
ing and sales promotion. 








Fills 
New 
Stanley 
Works 
Post 


Clyde S. 
Gischel 





Clyde S. Gischel has been named to 
fill the new post of director of mar- 
keting by The Stanley Works. Mr. 
Gischel was formerly general man- 
ager of consumer products of the 
Westinghouse Electric Supply Com- 
pany. In his new post Mr. Gischel 
will promote the increasing markets 
where Stanley products are sold, and 
he will be directly responsible to R. 
W. Chamberlain, vice president in 
charge of sales. 


Norris-Thermador Names Two 


According to Frank A. Ballman, 
general sales manager, Norris-Ther- 
mador Corporation, Los Angeles, J. 
H. Butler, formerly his assistant, be- 
comes manager of evaporative cooler 
sales. His former position will be 
taken over by T. C. Parker who will 
also direct market research. 








BIG SPRING SALES 
BIG SUMMER SALES 
YEAR "ROUND GIFT SALES 


There is something irresistible about a 
BIG polished brass bell! And this Bell 
is a beauty that folks just won’t be able 
to leave behind. 


Bells are individually packed, fully 
assembled with bracket attached in at- 
tractive display cartons. Show it and 
you'll SELL it! 





EVIN BROS. 
MANUFACTURING COMPANY 
East Hampton, Connecticut 


Sales Representatives: 
John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 








J 
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El Camino Brand—1-900 
SISAL TWINE 


@ ALL CELLOPHANE WRAPPED 


@ TENSIL STRENGTH OF 57 
POUNDS 


@ NOT OILED — ABSOLUTELY 
STAINLESS 


@ ALL PURPOSE TWINE — 1001 
USES FOR HOME, GARDEN & 
INDUSTRY 


@ SMOOTH—PLIABLE. KIND TO 
YOUR HANDS 


@ MIGHTY MIDGET OF THE 
SISAL FAMILY 
—PUT UPS— 


1 LB. BALLS: Approx. 100 Ib. bales. 10 balls per package. 10 
} packages per bale. 


V2 LB. BALLS: Approx. 100 ib. bales. 12 balls per package. 18 
packages per bale. 


} 1/3 LB. BALLS: Aggran. 100 Ib. bales. 12 balls per package. 25 


/ * packages per bale. 
beich eee bth, PS Place your orders now. 
| Win sales, profits and friends. 


Strataflo Foot and Check Valves WAREHOUSES—Sepuiveda, Calif. — New Orieans, La. 
For further information send for price and catalogue sheets. 


We solicit inquiries on all types of sisal twines. 


a Stialfllr, 


| FOOT AND 
“of, CHECK VALVES 


. 
%., 
*, 








“RUBBER POPPET 





end leakage troubles, save wear 
and tear on pump, save their cost 


Oiites dian in service calls. Ideal for jet-type yr 
your Jobber pumps. Write for Bulletin 1003. A PRODUCT OF 
MISSION CORDAGE CO. 
STRATAFLO PRODUCTS, INC. 8928 Sepulveda Blvd., Sepulveda, Cal. 
FORT WAYNE 1, INDIANA 
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fy! Moi Storm and Screen 
DOOR HARDWARE 


ONE-BORE 
PUSH-PULL LATCH 


Gueranteed quality. Fast appli- 
cation. Easy latching spring strike. 


DOOR CLOSERS 






































YOU SEE THEM 
Sucrguhere! 


HIGHER QUALITY kc for QUALI LOWER COST 


Cutlery Company * READING, PA. 


ate i-/,' = 
2 eats 











NO. 80 DOOR CLOSER AND CHAIN PROTECTOR 
with chain hold up spring. Self lubricated ond guaranteed for 10 yeors. 


| —— ADJUSTABLE 


DOOR SPRING 


Quick, simple, positive adjustment. Just turn end in 
or out. 


IDEAL HINGES " L 








Plated or Stoinless Stee! or 
Solid Brass. Available with 
Bronze Oilite Bearings. and brand New 


write for description, | FLEX-IT DOOR STOP 


| 
price and delivery on these 
} 
} 











Prevents injury or damage — will not mar door. 
Rubber tipped spring-steel stop screws into 
separate bose. 


| Toul + IDEAL BRASS WORKS, INC. 
MOST COMPLETE LINE OF GARDEN CUTTING TOOLS 250 EAST Sth STREET © ST. PAUL 1, MINN, 
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Be alert, be ready for the summer, 


get your IGLOO water coolers in 
stock now. 

IGLOO is stronger and lasts longer. 
Water tastes better from IGLOO be- 
cause its all-steel construction makes 
it easy to keep clean and sanitary. 

Prospects are not limited to any 
field sell farmers, construction work- 
ers, utilities and, in fact, any job 
where there are thirsty men. 


See your wholesaler 


=Lrrns” 


CORPORATION 


P. O. DRAWER 9365 « HOUSTON 11, TEXAS 








NEW 
100% NYLON 
MASON’S LINE 


(BRAIDED or TWISTED) 
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win CORD 
e-:: 





A new item. Now used by masons, car- 
penters and professional mechanics . . . 
increasingly popular with home craftsmen, 
sportsmen and hobbyists. 100 ft. spools are 
packaged in this special display package. 
Wide variety of other put-ups. 


Order from your jobber. 


Kine 


= 


OM CORDAGE 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK &, WN. Y. 
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Dominion Names 3 West'n Reps. 


Carleton F. Bryan, Fred L. Lestoe, 
and Sam J. Maizels have been ap- 
pointed representatives on the West 
Coast by Dominion Electric Corpora- 
tion, Mansfield, Ohio. 

Mr. Bryan, who purchased the Fred 
C. Wood Company, San Francisco, 
following the recent death of Mr. 
Wood, will operate his new company 
in northern California; Reno, Ne- 
vada; and the Territory of Hawaii. 
Robert White, sales representative in 
San Francisco for the Wood organiza- 
tion for the past year, will continue 
in that capacity. 

Mr. Lestoe will cover the West 
Coast territory from Santa Barbara 
and Bakersfield, California, on the 
north to San Diego on the south. His 
office will be in the Merchandise Mart 
in Los Angeles. 

The Pacific Northwest territory of 
Washington, Oregon, and Alaska will 
be represented for Dominion by Mr. 
Maizels with headquarters in Seattle 


Screen Manufacturers 
Form Association 


Formation of the Frame Screen 
Manufacturers Association, by a 
group of leading companies in the 
industry, has been announced by Rich- 
ard R. W. Winters, vice president of 
American Screen Products Co., Miami, 
Fla., and president of the newly- 
formed association. 

Fred J. Sliney, vice president of 
Columbia Mills, Inc., Syracuse, N. Y., 
was elected vice president. Other 
members of the board of directors, in 
addition to Mr. Winters and Mr. 
Sliney, are: Howard Nusbaum, gen- 
eral manager of Durall Products Di- 
vision of New York Wire Cloth Com- 
pany, York, Pa.; David Meroney, vice 
president of Consolidated Wire Prod- 
ucts Co., Atlanta, Ga.; and Eugene 
Katz, partner of the Warren Supply 
Co., Miami, Fla. 


Appoints New Sales Managers 


Henry G. Dacey has been named 
general sales manager, and Thomas 
A. Fribley assistant general sales 
manager of Cleveland Cap Screw 
Company, Cleveland, Ohio. 

Mr. Dacey, joined the company in 
March 1948 after nine years with 
Lamson & Sessions Co., Cleveland. 
Mr. Fribley was for several years a 
sucervisor of Los Angeles sales for 
Kaiser Aluminum & Chemical Corp. 
He came to Cleveland Cap Screw Co. 
early in 1953. 


O'Brien Moves Taylor West 


John F. Taylor, Jr., has been ap- 
pointed office manager of the G.M.G. 
Division of the O’Brien Paint Corpo- 
ration of San Francisco, Calif., effec- 
tive immediately, it was announced 
recently by Jerome J. Crowley, Jr., 
president of the corporation. 





PROCTOR CONTEST WINNERS 





WINNERS of Defense bonds in the 
recert Proctor Electric Company Con- 
test are shown getting their bonds 
from Kenneth J. Dahm, Denver Proc- 
tor District manager (right). Winners 
were: Thomas Ward (left) of G. & W. 
Hardware, Denver; and R. H. Rabe, 
distributor salesman for Hassco, Inc., 
also of Denver, who sold the hardware 
store the Proctor merchandise. 


Ballonoff Names Rep. 


Ballonoff Metal Products Company, 
Cleveland housewares manufacturers, 
recently announced the appointment 
of Hugh Kelleher & Associates, 1058 
Chestnut Street, San Francisco 9, 
Calif., as representatives in Califor- 
nia and Nevada for the Pro-Tex line 
of stove and household hot dish mats. 
Mr. Kelleher will personally cover the 
San Francisco and Nevada areas, 
while Southern California will be cov- 
ered by Truman W. Ball, Los Angeles. 


©. Ames Names Sales Asst. 


James G. Campbell has been ap- 
pointed assistant sales manager of the 
Tool Division of the O. Ames Com- 
pany to assist F. Bliss Winn, sales 
manager of the division. He will help 
in the promotion of sales in the shovel 
and steel goods line of products. Mr. 
Campbell first joined the O. Ames 
Company in 1950 and served for over 
five years in the southern territory. 


Queen Stove Works Ups Two 


Queen Stove Works, Inc., has an- 
nounced appointment of two new divi- 
sion sales managers. 

C. J. Murphy, formerly field sales 
manager, is now sales manager of the 
Superflame appliance division which 
manufactures gas and oil-fired heat- 
ers. 

L. A. Olson has been appointed to 
sales manager of outdoor appliances 
for the American Gas Machine divi- 
sion of the company. Mr. Olson was 
formerly assistant sales manager. 


Williams Heads Dealer Sales 


Edward G. Williams has been 
named manager of dealer sales of the 
Sherwin-Williams Co. Mr. Williams, 
who has headed graphic arts sales 
for the firm for the past two and one- 
half years, joined the firm in 1946. 
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EDGEMASTER 


3! Fine Grass .....$2.75 
Weight, 2/4 Ibs. 


#2 Reg. Grass ..... 3.00 
Weight, 2!/2 Ibs. 


#3 Coarse Grass.... 3.50 2 > 
Weight, 3'/ Ibs. 4 


Self Sharpening 






Manufacturers of 


| BULL DOG - DANWDEF 


Platform 13" x 27". Full and E-Z 
floating axles. Wheels 5" 
dia. Tread I"'. All welded HOUSEHOLD SPECIALTIES 


joints. Idie wheel to pre- 
vent marring floor and 
moving rugs under the 
front of platform. 
Finished in red and green. 
Shipped KD. Weight 10 bs. 
$7.50 


Plate washers boxed @ 25¢ 
Size, Thickness, No. to a box. 





Bolt Hole .030 .060 105 
1/4" 5/16" 250 150 100 
5/16 3/8 200 100 75 
3/8 7/16 150 75 60 
7/16 1/2 100 60 40 
1/2 7/16 75 40 30 
7/16 5/8 50 30 20 


Box 2"x2"x4" 25 Boxes to carton. 25 Ibs. 
Assorted sizes to carton if desired. 


Manufactured By 


COCHRAN 


FOWLER CALIF. 





E HOUSEHOLD PRODUCTS 
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“TWO QUALITY LEADERS every store needs 


The Original Crystal Clear Plastic Spar—natural finish 
ot or semi-gloss. Beautifies and protects inside and out- 
side. 

Perfected REDWOOD FINISH—Now fortified with addition 
of SRO-I0! for greater durability. Also made in clear and 
colored. 

These Redwood Finishes are best by test. Contains no Rosin. 
Made exclusively of heat treated oils. 


Buy direct and save on our complete line of 
Quality Paints, Enamels and Supplies 


2 —— Security Royal Dutch Paint Mfg. Co. 


1621 No. Indiana St., Los Angeles 63 Phone ANgeles 1-0358 
**Royal in Quality—Dutch in Price’’ 
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MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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Mustache Coup 


Maybe Handlebar Harry’s 
brushwork can cut a wide swath 
through a head of beer, but APB 
brooms make a cleaner sweep 
on heavy duty jobs. All dirt and 
dust get the brush-off from APB 
brooms. Wet or dry, APB 
brooms won’t mat or mildew. 
They defy most acids and cor- 
rosive materials. APB brooms 


sweep clean. 


/s\ 






AMERICAN 
PUSH BROOM 


[= PY COMPANY 

co 114 FERN STREET 

SAN FRANCISCO, CALIF. * ORdway 3-8891 
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toad, Fair Lawr 


N 


perfect target for 
PROFITS... 


SHARK BRAND 


SWEDISH CHISELS 


OS ee 


sion of Sandvik Steel Inc 
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Four Western Retailers Are 
Brand Names Finalists 


Among the 21 retail hardware 
stores selected as finalists to compete 
for the Brand Name Retailer-of-the- 
Year award are four Western retail 
hardware stores. Two are located in 
California and two in the State of 
Washington. The California stores 
are: Walter Byde Co., Fresno; and 
Brown & Chappell Co., Hollister. The 
Washington retailers are: Robinson’s 
Hardware, Mt. Vernon; and Yakima 
Hardware, Yakima. 

Each finalist has been invited to 
submit a detailed and illustrated pres- 
entation of the store’s 1955 advertis- 
ing and other brand promotional ac- 
tivities to compete in the final selec- 
tion of winners. The presentations 
will be reviewed on March 7-9 in New 
York, at which time the Judging Com- 
mittee will select the 120 winners for 
all categories. Five winners will be 
named in each retail classification— 
a plaque for the Brand Name Re- 
tailer-of-the-Year and Certificates of 
Distinction to the four runner-up win- 
ners. 

The awards will be made on Brand 
Names Day, April 18, at a dinner in 
the Grand Ballroom of the Waldorf- 
Astoria Hotel, New York, before an 
audience of 2,000 of the nation’s lead- 
ers in manufacturing, media and re- 
tailing. Since the hardware store 
category was included in the Foun- 
dation’s Brand Name Retailer-of-the- 
Year competition in 1950, two West- 
ern stores have been given the top 
award. The first year award went to 
Valentine’s, Boulder, Colo., and in 
1953 was given to Jackson Hardware, 
Durango, Colo. 

In the department store field only 
one Western store was named—The 
Bon Marche, Seattle, Wash. 





New $400,000 Building 
for Coleman in Los Angeles 


Ground has been broken for a $400,- 
000 warehouse and office building in 
Los Angeles for the Coleman Com- 
pany, Inc., manufacturer of heating 
and air-conditioning equipment and 
outing products. The new building, 
which will permit expansion of Cole- 
man’s Los Angeles sales branch, will 
have 34,500 square feet of floor area, 
including 3,500 square feet of air 
conditioned office space. 





Western Retailer Goes East 


Otis Zumwalt, who has been oper- 
ating his own retail hardware and 
housewares business in San Fran- 
cisco has become director of pur- 
chasing for Thomas Industries, Inc., 
Louisville, Ky. Previously he was 
vice president and general manager 
of J. M. Long & Company in San 
Francisco and earlier he was mer- 
chandising manager of Butler Bros., 
San’ Francisco: branch. 






IN MEMORIAM 





FRED R. BAMMANN 


Fred R. Bammann, 74, former Oak- 
land, Calif., hardware dealer died 
January 12, at his home in Newark, 
Calif. 

Mr. Bammann had operated a 
hardware store at 4632 East 14th 
Street, Oakland for 49 years prior to 
moving to Newark six years ago. He 
was very active in civic and industry 
affairs and was a past president of 
the California Retail Hardware Asso- 
ciation. 

He is survived by his widow, Hazel 
Bammann, and a stepdaughter, Leona 
Krueger of Newark. 


EDWARD NORRIS 


Edward Norris, 78, former president 
and later chairman of the board of 
the Utica Drop Forge & Tool Corpora- 
tion, died January 24 in his home after 
a long illness. 


ALBERT V. WILSON 


Albert V. Wilson died at his home 
in Winchester, Mass., on January 3. 
Retired, Mr. Wilson had for many 
years served as a sales engineer with 
Clemson Bros., Inc., Middletown, 
le 


Continued from page 29 


WESTERNERS in the news 
—Eivind T. Scoyen, superinten- 
dent of Sequoia-Kings Canyon 
National Parks, is the new asso- 
ciate director of the National 
Park Service . . . Cortlandt Van 
Rensselaer, Los Altos, Calif., an 
official of the Hewlett-Packard 
Co., is deputy director in the 
U. S. Commerce Department. 


WESTERN NOTES—Value of 
the average farm has nearly 
tripled in the last 30 years; the 
lowest per acre value is in Wyo- 
ming at $16, and the highest 
average values per farm are in 
Arizona where the figure is 
$81,868 and Nevada, $59,774... 
California leads the nation in 
the value of business trans- 
acted by farmer cooperatives 
where 461 co-ops with 129,000 
members netted $793 million 
last year. 
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the west’s 
fastest 


paint remover 


Just one of the consistently pro- 
moted, handsomely packaged 
high profit items in the JASCO 
home maintenance line. For any 
home upkeep job, suggest JASCO 
for an EXTRA SALE! PAINT RE- 
MOVER, PAINT ETCH, GLASS 
CLEANER, WOOD BLEACH, 
TERMIN-8 (wood preservative), WALL 
PAPER REMOVER. 
Ask your jobber, or write direct. 
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TURN WALL SPACE INTO CASH 


with the . 


TURNBUCKLE 
ASSORTMENT 


ON WALL BRACKET DISPLAY 


AND BRIGHT YELLOW 
BACKGROUND PLATE 
“METAL LITHOGRAPHED" 


ALSO 


EVE = on Poo yaa No. AW-3456 Assortment 


So easily attached to any wall surface 244” wide. 
Turn blank wall surfaces into live salesmen. The 
results are amazing. 

Packed as a complete assortment, 10 sizes (52 
buckles) with suggested retail price and yellow 
price tags. 


“ASK YOUR JOBBER ABOUT THIS ONE” 


Write for the Tan Literature 
on Larson Hardware Assortments 


CHAS. O. LARSON CO. 
STERLING « ILLINOIS PIONEER MANUFACTURING COMPANY 


£7 3131 San Fernando Rd., Los Angeles 65, Calif. 


Branch Offices: Oakland, Dallas, Denver, Salt Lake, Pnoenix, Jackson 
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P-tompcieg EBS” \\-< 4) » cm _ SPRING HINGES 


GRASS CATCHER (6 Oo vc Spring Hinges of Quality 


SO NEW—SO EFFICIENT — 7 Trim ond Streamlined . . . the 
IT SELLS ON SIGHT! “Simplex” Spring Hinge is designed 





to harmonize with the most modern 


Grass cuttings are automatically thrown back from front of soguisemnente te batted! hettivate, 


catcher. Saves stooping; Eliminates danger to fingers; Permits Application direct te deer casing 
greater catcher capacity. without the use of a hanging strip 


FOR EXTRA PROFITS . j}— is both simple and economical, re- 
Stock and display them prominently. quiring a mortise cut in the door 
Every home owner a prospect. Double Acting Type BUS001 °™!7- 


CRIRGHER IAS WATCHER) sranutactuing Company Chicago Spring Hinge Compang. 
956 San Jose-Alviso Rd. © San Jose, Calif. ——— 4 1500 CARROLL AVE., CHICAGO 7, ILL. 
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me 
LESS COST 


BIGGER 
PROsTES 


FLOWER 
BORDER 


WITH 14 SLIP-IN STAKES 


50-FOOT ROLL 


NO CUTTING 


SELF-SELLING 
LABELS 


FREE MATS 
AND POSTERS HELP YOU SELL 


EASIEST TO SELL BECAUSE 
IT’S EASIEST TO PUT UP! 


Be prepared to meet the BIG Spring demand for 
fencing that aroteate shrubs and flowers from 
chitdren and animals by ordering FLOWER BORDER 
from your nearby hardware jobber NOW! You 
can buy FLOWER BORDER for about one-third = 
than old-style border fencing and offer 

customers the BEST for MUCH Tess. THIS MEANS 
MORE SALES AND BIGGER PROFITS FOR YOU! 
This 18” Border with stakes equals above ground 
height of old-style 22” border with 4” in ground. 
Sell it along with such companion items as seed, 
fertilizer, hose, garden tools, etc. FLOWER BORDER 


leads all competitive border fencing in advantages 
that lead to sales: 


* Complete Unit with Stakes 

® Galvanized AFTER Welding to Last Longer 
© Smaller Mesh for Greater Protection 

*® Re-rolls Neatly to Use Year After Year 


Get free newspaper mats and posters from 
jobber or write direct for ordering form to 
Gilbert & Bennett Mfg. Co., Georgetown, Conn. 


GILBERT & BENNETT 


GEORGETOWN 2, CONNECTICUT 
BLUE ISLAND, ILLINOIS 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. 


Every 


care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parenthesis () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 100 
desiring further 
about advertisement. 


when information 


Acme Shear Company 
Aluminum Goods Mfg. Co. ....... Third Cover 
American Biltrite Rubber Co. 


American Chain & Cable Co., 
Chain Div. 


American Floor Surfacing Machine Co. 
American Push Broom & Brush Co. ... 
American Steel & Wire Co. 

O. Ames Company 

Ardmore Products Co. 

Atlas Tack Corp. 


The Bassick Co. . 
Bettis Corporation 
Bevin Bros. Mfg. 
The Brearley Co. 


Campbell Chain Company 
Chicago Roller Skate Co. 
Chicago Spring Hinge Co. 
Chicopee Mills, Inc. 
Wm. K,. Cochran .. 


Colorado Fuel & Iron 
div. 
Columbia lieneve Steel iv. U. S. Steel 
Corp. \cavetve wens 
Columbian Cutlery Corp. 
Jay S. Conley & Co. 


Daisy Manufacturing Co. 
Daley Store Fixtures 
Diamond Calk Horseshoe 


E 
The Eclipse Lawn Mower Co. 
Emeo Porcelain Enamel Co., Inc. 
Evans Rule Co. 
The Everedy Co. 


F. & N. Lawn Mower Corp. 
The Fletcher Terry Co. 
Fuller Tool Co., Inc. 


Gardex Incorporated 
General Metalware Co. 
Geyer Manufacturing Co. 
The Gilbert & Bennett Mfg. 
B. F. Gladding Co., Inc. 
Glamorene Incorporated 
The Gleason Corp. 

Globe Union, Inc. 

Grabler Manufacturing Co. 
John H. Graham & Co., 
Great Neck Saw Mfrs., 
Griffin Manufacturing Co. ..... 


H 
Beary Gi MeeBOR CO, ow ccc ces ecue. 
Hayes Spray Gun Co. .. <et4 es 
Helin Tackle Co. 79 
Hemp and Co., Inc. ............. Second Cover 
Hillerich & Bradsby Co. 1 
Hyde Manufacturing Co. 42 


I 


Ideal Brass Works, Inc. 109 
Irwin Auger Bit Co. (105) ........ *k Cover 


K 
Kircher-Katcher Distributors 
Mathias Klein & Sons 
Krylon Incorporated 


Landers, Frary & Clark, Universal Div... 
Chas. O. Larson Co. 

Libbey-Owens-Ford Glass Co. 

Lincoln Metal Products Co, 


M 
Marshalltown Trowel Co. 
McKinney Manufacturing Co. 
Metal Ware Corporation 
Robert E. Miller & Co., In 
Millers Falls Co. 
Milwaukee Tool & Equipment Co., Inc.... 
Mission Cordage Co. 
Montague-Ocean City Rod & Reel Co. 
Morek Brush Division 


National Lock Co. 


Ocean City Rod & Reel Co. 
O’Cedar Corporation 


John Oster Mfg. Co., Cummins Power 
fools 


P 
Pennsylvania Lawn Mower Div., American 
Chain: & Gee Gee fois 5 iia cece cece 18 
Pioneer Manufacturing Co. 
Plastic Woven Products, Inc. 
Proen Products Co. 


Q 
— Pioneer Rubber Div., H. K. Porter 


Red Devil Tools (1) 

Reeve Company 

Reliable Strainer Mfg. Co. 
Resinite Sales Corp. 
Reynolds Metals Co. 
Kichards-Wilcox Mfg. Co. 


Ss 
—" Saw & Tool Corp., Sandvik Steel 
lv 
Savage Arms Corp. 
Security Royal Dutch Paint Mfg. Co. 
H. B. Sherman Mfg. Co. 
Silver Lake Co. 
South Bend Toy Mfg. Co. 
The Stanley Works 
Strataflo Products, Ince. 
Swan Rubber Company (39) 


E. H. Tate Co. 
S. G. Taylor Chain Co. 
Turpentine & Rosin Factors, Inc. 


U 
United States Steel Corp., ) aapeitan 
American Steel & Wire C 2 
Columbia-Geneva Steel Div. 
U. S. Steel Products—Boyco Div. 
U. S. Steel Corp.—Cyclone Fence Div... 
Upson Bros., Ine. 
Utica Drop Forge & Tool Corp. 


Ww 
H. Wenzel Tent & Duck Co. 
Wilshire Mfg. Co. 


Wire Specialties Co., c/o Keystone Steel & 
Wire Co. 


Wood Shovel & Tool Co., The 
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Build more 
PAINT SALES 
GOOD WILL 


Here are three proven 
good will builders 
that will pep up sales 


in your paint department. 


Each one carries the 
name of your store which 
means that they will 

be a constant reminder, 


RESTCO Paint Paddles 


are available in two sizes—3 


RESTCO yardsticks 
are extremely accurate. 
All three are excep- 
tionally fine quality 
and unusually low in 
price. Write now for 
samples and prices. 


Reviasre STRAINER 
Manuracturinc Co. 
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“The dependable line of hinges to ° - 
handle” . . . that’s the trade’s way of | r 
saying “We like to sell Griffin prod- 


ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 


want. 
e NEW VISIPAKS— From your jobber or 
Order by the carton 
GRI FFIN of individual Henry L. Hanson Company 
“since 1899” carded items. 29 Union St. Worcester, Mass. 
MANUFACTURING CO. ERIE, PA. 
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more and more dealers are saying ko 
— 


GRIFFIN’ 




















i 


5 


with RESTCO | 


Paint Strainers 
Paint Paddles | 
Yardsticks | 


We also manufac- 
ture RESTCO Paint 
Strainer Holders. 
Price on request. 
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“Let’s handle 


4) hibh 


oy) 
iy Y Self-Selling 


rm DRILL 


Cabinet 





Also in 
Square 
Corners 


Really Sells 


Complete range 1/16 to 2 by 64ths 

















FOR SALES 
Producing Hardware, Steel and 
Industrial Catalogs 
Call 
Western Catalog Service 
(Established in 1942) 
Catalog compilation and production 
letterpress or offset processes. Tam 
C. Gibbs, Publisher, 2010 Center 
Street, Berkeley 3, Calif. Phone— 
AShberry 3-2321 





INTERIOR DECORATION 
HOME STUDY 


Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
booklet. Chicago School of Interior 
Decoration, 835 Diversey Parkway, 
Dept. 5513, Chicago 14. 


LINE WANTED FOR OREGON- 
WASHINGTON TERRITORY 
Our Oregon-Washington district sales 
office needs an additional line, prefer- 
ably of Southern California manufac- 
ture. We are a West Coast Sales 
Organization (Manufacturers’ Repre- 
sentatives), selling bolts and mill steel 
to Hardware and Steel jobbers, and 
large metal fabricators. Established 
12 years, with experienced personnel. 
Can offer excellent entree to the trade, 
and complete and competent coverage 
of the territory. Write to Box A-877, 
care HARDWARE WORLD, 1355 

Market St., San Francisco 3, Calif. 








Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


STORE FOR SALE 


Davis Hardware—Homeware, Estab- 
lished 25 years in Mission shopping 
area. Clean, Modern store. Inventory 
(Cost approximately $20,000). 2172 
Mission St., San Francisco 10, Calif. 
Underhill 1-5356. 





SALESMEN WANTED 


Due to expansion have openings for 
experienced full-line Wholesale Hard- 
ware Salesmen in the Sacramento and 
San Joaquin Valley territories. Base 
pay, commissions, and maximum ex- 
pense. If you are planning to move to 
California and want to become as- 
sociated with a progressive whole- 
saler, write giving experience, quali- 
fication, age to Dom A. Civitello, The 
Thomson-Diggs Company, 1801 Sec- 
ond Street, Sacramento, California. 











“Give me a fifth of white paint!” 


WANTED 


Representative who has following in 
Northern California. Can offer na- 
tional lines electrical tape, cords, 
switch and outlet boxes, building wire, 
conduit fittings, no objection to other 
lines. The Curry Company, 736-18th 
Avenue, San Francisco, Calif. 





FOR SALE 


Hardware Store 6 years old gross 
$35,000 last year. $5,000 plus inven- 
tory of about $16,000. In shopping 
center, rent $200 per month. Stockton, 
California. Address Box A-878, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 





HARDWARE 
Established 30 years, full line hard- 
ware, farm supplies, appliances, busi- 
ness district, good sales volume, rent 
$125, lease, priced below stock-fixtures 
value. Apple Company, Brokers, 
Cleveland 15, Ohio. 





OPPORTUNITY FOR A BUSINESS 
AND SALESMAN EXECUTIVE 


With paint or building materials ex- 
perience to buy in and manage an es- 
tablished So. California paint distrib- 
utorship in existence for over 30 
years. Total capital $25,000.00, no 
charge for good will. Manufacturer 
will carry 2/3 investment—reason: 
retirement. Replies strictly confiden- 
tial. Give full background and refer- 
ences in first letter. Address Box A- 
879, care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 


























DOMES o> SILENCE 
RUBBER CUSHION FURNITURE GLIDES 


NEW DISPLAY BOX 


CONTAINS 


| Dozen Cards each of 3 sizes—5g", 34", |" 
4 pieces (I set) on a Card—I dozen Cards in Display. 


PROMPT SHIPMENT 


Ask your jobber. If he is not supplied, write 
ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


CONTAINER 
AND 

CARDS IN 
3 COLORS 
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4. gt. 


RETAIL. 


$9995 


with cord, rack, 
and recipe book. 
Fed. Tax incl. 


PRESSURE PAN 


PRESSURE COOKING! There’s never been anything like it, anywhere! 
PRESSURE CANNING! Introduced on TV by Dave Garroway’s 


cASIER BOILING! FRYING! . popular “TODAY”... supported by 


continuing full-page, full-color magazine 
STEAMING! BRAISING! advertising .. . the Electric MIRRO-MATIC 
today has one foot in the door of every 


kitchen in America! 


| et wnctleally controlled heat! Be there, ready to share, as those all-important 


Simply set dial of Thermo-Heat oe to corre- 
spond with pressure recipe requires and proper 
heat level is automatically maintained. Can also 
be set for browning, boiling, keeping foods hot. 


| ditonuatiinllg 


controlled tone 090 : 


Exclusive MIRRO-MATIC Pressure Control auto- 
matically prevents pressure from going higher 
than recipe requires... 5, 10, or 15 Ibs. 


doors to profit swing open, welcoming the 
only electrical appliance that does six kinds 
of cooking, AUTOMATICALLY . . . then 
automatically keeps foods hot till served! 





Harvest this virgin market while it’s ripe! 
Stock ... display ... SELL the 
MIRRO-MATIC Electric Pressure Pan! 


tm Lewy from your MIRRO jobber 














© e , Remember MIRRO-MATIC 


«maaan, 
i go ~~ oF 
also offers a complete range of non-electric pressure pans... "Guaranteed by ™ 
Gi d k 
4-qt. $13.95 6-qt. $21.95 = oe “ering 
2% -qt $12.95 &-qt. $23.95 Aoventsio 
~ 16-qt. $29.95 SI 


Each with rack and recipe book ( THE FIN ES a LU Mi N UM 
WS 










ALUMINUM GOODS MANUFACTURING COMPANY. - MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG., NEW YORK 10 


MERCHANDISE MART. CHICAGO 54 
WORLD’S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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Special! 6624% Mark-Up On New Irwin 
30 Driver Assortment with Free Display 


sits in onl 










Here’s a brand new Irwin profit combination that 
sells screw drivers faster — earns more money because 
there’s a 662/;% mark-up for you. Irwin makes it avail- 
able to independent hardware retailers only. Stocks are 
limited so you'll want to order this Irwin profit special 
from your Irwin hardware wholesaler right away. 


HERE’S WHAT YOU GET 


30 Driver Assortment 


® 30 genuine Irwin Screw Drivers in 5 best-sell- 
ing sizes: "a doz. each of No. 400 series, sizes 
; Y2 doz. each of No. 4000 series, 


® All drivers are regular Irwin catalog quality 
— the very finest to be had. 


*® Each driver has a large Easy-Grip Amber 
Plastic Handle. 


* High carbon and alloy tool steel blades, heat- 
tempered full length, highly polished for that 
top quality look. 


* A buying price that’s lower than any brand 
comparable to Irwin quality. And there’s a 
handsome 6624°% mark-up for you. 


The Free 8’ Display 


® Sturdy, colorful, compact — store tested and 
especially designed to fit the small space re- 
quirements of independent hardware retailers. 


* Displays fast-selling assortment of 19 Irwin 
Screw Drivers in only 8” of space. 


* Durable and attractive red, white and black 
baked enamel finish. 


* Easy to mount on peg board —any small 
space area in your store. 


* Prices and sizes shown for easy selection by 


ati 85 5% 0 , $0 in 
Screw | — 
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Retail Storm 
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the original solid 


IRWIN ~" 


screw iia 
screw driver bits 








